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ERE IS THE “STANDARD” LAMP 


FOR INDUSTRIAL. LIGHTING 






Hygrade Lamps are “standard” be- 
cause they are produced according 
to the highest requirements of lamp 
quality and the most approved meth- 
ods employed in lamp manufactur- 
ing. They are “standard” because 
hundreds of industrial plants specify 
them, having proved by test that they 
are equal to any in efficiency and 
more economical than most to burn. 
Hygrade specializes in industrial 
lighting. Its wide experience in varied 
industries, combined with the recog- 
nized excellence of its product, can 


HYGRADE LAMPS 


produce real savings and real im- 
provements in lighting in your plant. 


Get the Hygrade story. 


HYGRADE SYLVANIA CORPORATION 
Salem, Mass. 
Manufacturers of incandescent lamps for over 
30 years. Makers also of Sylvania Radio Tubes. 
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TRANSFORMERS 


Cut Power Costs And 
Keep Demand Peak Down 


















@ More light per watt—more and better light per dollar—these " 
are advantages of the new mercury vapor lamps. ) 


Jefferson Electric engineers have anticipated the needs of this 
type of lamp. Jefferson’s long specialized experience in the 
development of transformers for mercury vapor and Neon 
luminous tubes, sun lamps, street lights and the like, makes 
wiisidiecbans taten possible the high quality special types of transformers and 
a ounted Type in s a . ; ‘ 
neat metal case for reactors required to insure the greatest lighting efficiency. 
mounting on wall or 
post. Bottom is open 
for ready access to wir- 
ing Compartment. 
Snap-on connections 
make it easy to match 
primary supply line 
voltage. Cat. Nos. 232- 
401,232-411,232-421, 
232-431. 


Every Jefferson Transformer—every detail of design and man- 
ufacture—give evidence of the skill of the expert, which trans- 
late into longer life and higher efficiency. 


Actual meter readings show that during the initial starting 
period of gasifying the mercury, Jefferson Transformers have 














Fixture or Suspen- an extremely low current requirement. Where many lamps are 

sion Type for : # x “ ‘ 

mounting be- used, this reduced current is important also in keeping the 
— oe “i ws * : Ss 

n> 9 Ae a gel demand” peak down. High power factor types are available 
li h end. . . ° 

Cat. Nos. 232- which further reduce the electric energy demand and line losses. 


201, 232-511, 
232-521,232-531. . . 
Jefferson Transformers are generously designed to give full 


rated capacity to the lamp, and operate continuously with low 
temperature rise. They provide the best means for obtaining 
long life and low-cost lighting with the new mercury vapor 
lamps—made in types to suit all applications. For detail data, 
ask for Bulletin 351-MV. JEFFERSON ELECTRIC COMPANY, 
Bellwood (Suburb of Chicago), Illinois. Canadian Factory: 
535 College Street, Toronto. 1 


Weather-proof 

Typeinone-piece 
drawn steel case 
—interior com- 
pounded. Con- 
nections at bot- 
tom. Cat. Nos. 
232-601, 232- 


611, 232-621, Core and Coil Type—which fits in 


232-631. fixture. Vacuumized, impregnated 
with final double varnish dip, { 
baked. Cat. Nos. 232-301, 232- 
311, 232-321, 232-331. 
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Where space is limited... 





SQUARE T 


BLUE LABEL 


SWITCHES 


i In tight corners or where space is limited—or 
where the job needs dressing up—there is no other 
line of switches so adaptable as the Square D 
Blue Label line. 


These switches are small, compact, unobtrusive. 
The simplicity of their exterior design is pleasing 
and their “innards” are highly efficient. Their small 
size and front operation permit great space saving. 


The Blue Label line is available in 30 and 60 
amperes. 30 ampere for plug or cartridge fuses 
in 2-pole, 2 and 3-wire solid neutral. 60 ampere, 
in 3-wire solid neutral. 


The electrical wholesaler will find the Blue Label 
line to be one that has ready acceptance among 


his contractor customers. 
ACTUAL SIZE 
This closed view shows actual size: 5% 
inches high, 34% inches wide and 2% 
inches deep. 


@ Open views show interiors 
of both plug and cartridge fused types. 
Note positive pressure fuse clips. 


IN A SQUARE D MAN 


= SQUARE 7] COMPANY 


SQUARED) 


D DETROIT yopMILWAUKEE 
Mts twee: h —C(<“<iCtUM WhLW EC BUC CON STN 


SQUARE O COMPANY, INC., LOS ANGELES, CALIFORNIA 
SQUARE O COMPANY CANADA LTO. TORONTO, ONTARIO 















































ARGER sales for electrical wholesalers this 
year appear to be a foregone conclusion, but 
how about profits? Most wholesalers were 

able to finish the year 1935 slightly in the black, 
but profits were far from satisfactory. Why? 
Competition, lack of demand for electrical goods 
and increased taxes, these were the main causes. 
What, then, can electrical wholesalers do to ob- 
tain “more profits in ’36”? 

1. CoMPETITION. On page 22, Managing 
Director Weir, of the Eastern Electrical Whole- 
salers Association, tells specifically what both in- 
dividual wholesalers and their local associations 
can legally do to improve the profit rates in their 
own markets. Manufacturers, he points out, are 
not entirely to blame for the low price levels set 
by so-called “illegitimate” competition. Mr. Weir 
speaks from actual experience in exerting a cor- 
rective influence in what is probably the worst 
market in the country. His suggestions deserve 
careful and serious consideration by every elec- 
trical wholesaler. 

2. PusLtic DEMAND. Until the public is made 
conscious of the safety, convenience, and necessity 
of adequate electrical wiring, manufacturers, 
wholesales, and contractors alike will suffer from 
lack of business. Less than one per cent of the 
cost of the average new home is spent for electri- 
cal wiring and equipment. This figure can, and 
must, be trebled. NEMA is contemplating a plan 
to ‘“Re-wire America.” However, it will be 
months before this program can be developed, 
launched, and start to produce results. Mean- 
while the weeks are slipping by. 

- Immediate public education is essential. This 
can be accomplished locally through a cooperative 
campaign sponsored by utilities, manufacturers, 
wholesalers, contractors, dealers, and inspectors. 
Local electrical leagues provide ideal vehicles for 
putting across such educational programs. They 
should promote not only adequate wiring, but also 
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More Profits in °36 


re-inspection, re-fixturing and the electrical mod- 
ernization of commercial and industrial buildings. 

Who is better equipped than the electrical 
wholesaler to take the initiative in starting such a 
campaign of public education in his own com- 
munity ? 

3. SPECIALTIES. Wholesalers who made the 
best showings in 1935 were those who did not rely 
solely on their supply business, but who aggres- 
sively pushed the sale of specialties, where com- 
petition was less keen and on which higher profit 
rates could be secured. 

Among the national houses, especially, there 
was a noticeable increase in the sales efforts put 
behind the various appliance lines, also lighting, 
telephone and signal equipment. This trend will 
undoubtedly continue during the current year. 

4. Tax BurpDEns. In line with those firms en- 
gaged in other lines of business, the wholesaler’s 
tax burden is increasing at an alarming rate. The 
new unemployment insurance tax has been added 
this year. Appropriations of around 9 billions 
will be required in 1936 and 1937 to cover deficits 
in the regular budget, plus relief expenditures, 
farm subsidies, and bonus payments. Unless 
Congress calls a halt on governmental spending, 
the tax burden will become greater than business 
can support. All good citizens are appalled at 
these spendings, but they won’t take the trouble 
to express their opinions to their members of 
Congress. If you want more profits, not only in 
1936 but in the years that follow, organize oppo- 
sition in your community to governmental spend- 
ing; also write your Congressman personally, 
vigorously, and frequently. 


<7. Roitond 


EDITOR 
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() patus To service ! 
FROM POWERHOUSE TO HOME 


WIRE DEPARTMENT 


UNITED STATES RUBBER PRODUCTS, INC. 
1790 BROADWAY NEW YORK, N.Y. 
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The Field For Lumiline Lighting 


Although relatively high in price and low in intensity, the 
lumiline lamp opens up new sales opportunities in decorative 
lighting. Also, with new fixtures now available, it has many 
practical uses in homes, business buildings, and industries 


of relatively low intensity, used principally for 
decorative and concealed lighting, demand for this 
lamp has increased so rapidly during the past year that 
manufacturers have been unable to keep up with orders. 
Production facilities have been greatly increased, how- 
ever, and this month should see the situation well in hand. 

Scarcity of lamps and a lack of suitable reflecting 
equipment, also a wide-spread belief that lumiline fixtures 
must, for the most part, be custom-built, have discour- 
aged many wholesalers and their salesmen from making 
any real effort to sell this type of lighting. 

Reflector manufacturers have not been idle, however. 
Within recent weeks several have announced new units 
designed especially for lumiline lamps. These are standard 
stock items which refute the theory that all lumiline fix- 
tures must be custom-built. 

Before proceeding to a discussion of this new reflect- 
ing equipment and its applications, it is necessary to have 
some knowledge of the lamp itself. 

The lumiline lamp is available in three wattages: 
30, 40 and 60, and in three voltages: 110, 115, and 120. 
All have a T-8 tubular bulb. The 40-watt lamp has an 
over-all length of 112 inches, as against 172 inches for 
both the 30- and 60-watt lamps. These are vacuum lamps 
with a rated life of 1500 hours, and may be burned 
in any position. All sizes are available in clear bulbs, 
also in outside-coated pastel colors. Standard shades are 


| Dae the fact that the lumiline lamp is a unit 


white, moonlight, blue, orange, 
straw, emerald, and surprise pink. 

These lamps do not take the stand- 
ard Edison socket. Special disc- 
shaped lampholders are required. 
These consist of an end cap with 
four prongs which snap into corres- 
ponding recesses in each end of the lamp. These end 
caps fit into special receptacles which provide wiring 
terminals. 

When placed back to back, these lamp holders sepa- 
rate adjacent lamps by only 4 inch, so that an almost 
continuous line of light may be obtained. 

Available reflecting equipment falls into two principal 
groups, brackets for surface mounting and reflectors 
mounted on surface metal raceways or installed in 
troughs or channels for flush or concealed installations. 
Brackets may hold a single lamp, or two or more, usually 
placed parallel to each other. Troughs are either rec- 
tangular or are specially shaped for cove or display case 
lighting, and are available with or without diffusing 
glass covers. 

Special-purpose units now listed by various manufac- 
turers include mirror fixtures, display case reflectors, 
cove lighting reflectors, fitting room units, etc. 

The lumiline lamp is ideal for lighting mirrors, be- 
cause it lights up the person before the mirror, rather 
than the mirror itself. As a result, the person facing 
the mirror sees no shadows on his reflection, neither is 
he blinded by a reflection of the light source itself. 

In the home, two brackets can be used for each bath- 
room and dressing table mirror. Rest rooms and lava- 
tories in hotels, clubs, stores, and offices are also pros- 
pects. One manufacturer has specialized in a small fix- 
ture designed for lighting forms in (Turn to page 28) 


5 














Typieal Installations 


I. In the Home 


Installed beneath overhead cabinets 
to illuminate working surfaces in the 
all-electric kitchen. 

Ideal lighting for dressing table 
mirrors. 


Installed on both sides of the bath- 
room mirror providing direct illumi- 
nation of the face, with no glaring 
light reflection in the mirror. 


A continuous strip, the full length of 
the ceiling, lights the bathroom of 
G.E.’s “Future House” at Rockefeller 
Center. 
Reading lights over the bed in the 
master bedroom of the “Future 
House.” 

. Another application at this model 
house: wall brackets installed over a 
corner davenport. 











Il. Commercial Uses 


. At Eaton’s Men’s Store in Toronto, 
wall cases are lighted by vertical 
strips, while narrow channels house 
lamps concealed behind the mould- 
ings of the show cases. A contin- 
uous line of these lamps is located 
in the wall niche behind and below 
the sign, ‘““Men’s Shirts.” 

. This all-lumiline installation will be 
duplicated in all stores of the 
Rodgers Dairy Co. in Pittsburgh. 
Ceiling fixtures and wall brackets 
provide general illumination. Con- 
cealed lamps light up wall sign and 
display cases. 

. The “Aquarium Bar” at the Miami 

Biltmore Hotel. Lumiline lines of 
light are concealed in ceiling troughs 
above the wall murals and wall box 
aquariums, also underneath the bar 
counter. 
At the Biltmore Hotel Coffee Shop, 
Dayton, 30-watt lamps housed in two 
continuous strips of frosted glass 
cylinders provide general illumina- 
tion over the tables. Vertical banks 
of lumiline lamps, mounted on the 
large columns, furnish supplemen- 
tary lighting for the dance floor. 

. Both the dressing table mirrors (left) 
and the full length mirror (right) 
are lumiline lighted in this ladies’ 
rest room. 

. A typical mirror installation in a 
public washroom. (Note the surface 
metal raceway.) hous 
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of Lumiline Lighting 


13. Lumiline strip provides ideal decora- 
tive lighting for department store 
escalators. 

. Practical ceiling units, each using 
five lumiline lamps, recently installed 
in the entrance to the General Elec- 
tric Co.’s Chicago office. 

. A directors’ room lighted by a semi- 
indirect lumiline unit, suspended 
from the ceiling. 

. Two parallel strips supply sufficient 
intensity to illuminate the pictures 
on the walls of this corridor. 


. One of the decorative units in the 
Duffield room of the Newark Ath- 
letic Club, which contains 18 60- 
watt lamps arranged in three tiers. 
A recent Graybar sale. 

. The Rhinohorn Tavern, Middletown, 
N. Y. Note lumiline lamps in semi- 
indirect ceiling units, wall brackets, 
ceiling troughs over dance floor, and 
around windows. Ceiling units each 
use four lamps. In wall brackets, 18- 
in. lamps are mounted within half- 
cylinder amber glass panels. 


. Cocktail lounge and bar of the Great 
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Northern Hotel, Chicago. Deep ceil- 
ing flutes, one curved and one 
straight contain trough reflectors 
with 60-watt lumiline lamps. Simi- 
lar troughs located above the bar 
and over windows and entrance tran- 
som provide for 2,740 additional 
wattage. 


Ill. In Industrial Plants 


. A typical print shop. The arrow 
points to a lighting channel which 
furnishes an adequate and comfort- 
able working light for the selection 
of type for hand setting—and every 
printer does some typesetting by 





hand. 


. Vertical wall strips provide decora- 
tive lighting in the chemical labora- 
tory of the Chicago Vitreous Enamel 
Products Co. 


. Inspecting paper. Imperfections are 
quickly and easily detected when the 
paper is run over this continuous line 
of light, located between two rolls. 


These illustrations are published 
through the courtesy of Curtis Lighting, 
Inc., Garcy Reflectors, General Electric 
Co., Gruber Bros., F. W. Wakefield 
Brass Co., Wiremold Co. and Westing- 
house Lamp Co. 
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A Program That 


Builds Wholesaler Salesmen 


Believing that the success of his firm depends upon the performance of 


its salesmen, a Pennsylvania wholesaler has developed this plan which 


both educates and stimulates each member of the sales organization 


all the breaks that you can! They are the life 
blood of your organization.” 

Such is the basic philosophy which has enabled H. A. 
Brown, president of Jno. E. Graybill & Co., York, Pa., 
to lead his organization through four depression years 
to an all-time sales record for the company and that 
goes back to 1888. But this philosophy has not, by itself, 
brought about these results. Mr. Brown also has a plan 
of action which he has faithfully put into operation. 

Belief in the theory that worth- 
while accomplishment must be 


“( all the salesmen a break! In fact, give them 


open and often the unsuccessful salesman gets informa- 
tion and help from the others that enables him to go 
out and do a better job the next month. It also helps 
to bind the sales force together into a mutually helpful 
unit. 

But this is not the only feature of these monthly sales 
gatherings. It is the regular practice to have a manu- 
facturer’s salesman or representative give a talk on his 
line. Mr. Brown believes that the average wholesaler’s 
salesman does not know well (and he is not at all sure 

that well is the word) more 
than five per cent of the prod- 





based on worth-while incentive 
has prompted the establishment 
of monthly sales “bogeys” for 
each member of the sales force. 
Much time and thought is de- 
voted to the preparation of these 
“bogeys” and they are revised 
from month to month as condi- 
tions change. Potentialities of the 
market, the market situation on 
a particular line and past per- 
formances are all given consid- 
eration in an attempt to establish 
a fair figure for each man. 
Monthly prizes are awarded to 


The Graybill Policy 


Quotas for each salesman 
Bonuses for exceeding quotas 
Planned sales meetings 
Concentration on single lines 


Education by manufacturers 


ucts that he handles. By a con- 
stant campaign of education he 
hopes to greatly improve this per- 
centage, 

In the furtherance of this am- 
bition, he follows the practice of 
handling only one manufacturer’s 
products for a particular line. 
Although this may result in the 
loss of immediate sales when 
other lines are specified or de- 
manded, Mr. Brown believes that 
it is the best long range policy. 
Because he handles no parallel 
lines, he can ask for and obtain 





the salesmen who attain the high- 

est ratings. While occasionally, 

the prize may be a console radio or some other item 
which the company handles, it is the usual practice to 
offer merchandise which the men cannot ordinarily buy 
at a discount. This gives the prizes a greater appeal. 

But the leaders are not the only ones that win. In 
line with the firm’s policy of rewards for achievement, 
every man who exceeds his bogey receives a cash bonus 
based on his gross sales. This starts at one per cent and 
graduates upward as his sales climb higher over his 
budget. 

Every month a sales meeting is held. At this time the 
men who have fallen behind their monthly quotas must 
explain to the fellow salesmen why they failed to make 
the grade. Although this may appear a disagreeable task 
to the weaker men, it not only stimulates them to greater 
efforts but has other virtues as well. Facts on market 
conditions and sales resistance are brought out into the 
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more cooperation from the manu- 
facturer and the manufacturer’s 
representative, and his own men become better salesmen. 
And, in Mr. Brown’s opinion, better salesmen will go a 
long way towards solving the problems of the electrical 
wholesaler. Much of his energy is directed towards this 
end of the business. He makes sure that his men are 
not “hypocrites” or “peddlers.” They must believe in 
the particular makes of products which their company 
handles. They have to “sell” the prospect on their line. 
Because of this policy, Graybill salesmen are con- 
stantly creating an acceptance for a particular line in 
their territory and eventually, Mr. Brown believes, they 
will be fully repaid for this work. With such a limit 
on the lines to be covered, the persistent campaign of 
education is definitely getting places. Each month more 
products, price schedules and markets are becoming an 
open book to the salesmen and each month their sales 
records are testifying to the soundness of this policy. 
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S A MOTOR repair de- 

partment an asset to a 

wholesaler of electrical 
supplies? The experience of 
the L. R. Klose Electric Co. 
of Kalamazoo indicates that 
such a department is a de- 
cided asset. Not only does it 
stand on its own feet, and 
earn a substantial profit, but 
it brings in supply business 
from industrials and con- 
tractors which would other- 
wise go to competing whole- 
salers. 

As a matter of fact, the 
wholesale business of this 
concern, which does no con- 
tracting, is an outgrowth of 
its motor repair shop. 

Back in 1909, the late L. R. 
Klose of Kalamazoo, Mich., 
became interested in the pos- 
sibilities of repairing electric 
motors that had temporarily 
broken down, but had not 
yet reached the unrepairable 
stage. At that early date 


motors did not have the wide usage which they now 
enjoy. Industrial plants, today their greatest users, were 
not nearly so numerous then as now and many of them 


Motor Repairs Aid Supply Sales 





The motor repair department is 
in the capable hands of J. H. Me- 
Glinsey, vice-president of the com- 
pany (right) and E. E. Jacobus, 


shop foreman 


Motor service shop of Kalama- 

zoo wholesaler operates at a 

profit and establishes closer 

relations with industrials and 

contractors which are reflected 
in increased supply sales 






Mr. Klose, so with an assis- 
tant or two he opened the 
L. R. Klose Electric Co. 
From a small workshop, 
devoted solely to the repair 
of motors, the firm expanded 
in direct proportion to the 
rapidly increasing factories. 
With a wide acquaintance 
among industrials and added 
capital earned in the repair 
business, Mr. Klose grad- 
ually enlarged the scope of 
his firm’s activities and 
added supply lines until it 
became a complete electrical 
wholesale house, handling not 
only supplies, motors and 
motor control equipment, but 
appliances as well. Thus 
dealers and contractors were 
added to his list of prospects. 
Although Mr. Klose died 
two years ago, Mrs. Klose 
has since carried on the busi- 
ness with all the skill of a 
veteran operator, and the 
motor repair department is 


still an integral part of the business. J. H. McGlinsey, 
who was hired some 20 years ago to learn the details of 
motor repairing, today is vice-president of the firm and 


used gasoline or water as sources of power. Enough has direct charge of motor sales and service. 


motors were in use, however, to arouse the interest of 


The large lathe, together with the welding and brazing 
equipment, are housed in one part of the repair shop 








Customers within a 50-mile radius are contacted by 


A section of the testing boards. Large motors are tested on 
the left, the smaller motors on the right 









































Mr. McGlinsey and the regular wholesale salesmen, which 
brings out an interesting sidelight on changing business 
conditions. For years the motor repair department sent 
out no men to contact accounts. It wasn’t necessary then, 
as business came of its own accord. During the past 10 
years, however, conditions have changed considerably. 
Closer buying and more intense competition have forced 
the Klose organization to contact the field personally, 
aided by such promotional helps as radio and direct mail 
advertising. Mr. McGlinsey finds, however, that calls are 
superior by far to all other methods in landing orders. 

Among those contacted by the salesmen, who sell sup- 
plies and appliances as well as repair jobs, are con- 
tractors, dealers and industrials. The latter group pro- 
duces 90 per cent of the motor repair business. 

The motor repair shop covers a floor space of 2,000 
square feet at the rear of the building. From the side 
entrance, motors to be repaired are hoisted by means of 
an overhead crane system to a space directly in front of 
two testing boards. 

The larger of these is capable of furnishing one, two 
or three phase current with 110, 220, 440 or 550 voltages. 
The smaller testing board is used for checking the power 
factor and efficiency of fractional horsepower motors. 

In the coil department is equipment for rewinding 
any size or design. A “group winder” makes coils for 
motors from 4 to 20 hp. This machine is of the latest 
design and provides increased 
speed and accuracy. Another 
winder turns out fewer at a 
time, but will wind any size 
coil. Also in this room are 
a combined wire rack and ten- 
sion device, two “spreaders” or 
coil-formers, three taping ma- 
chines and racks for stocking 
all sizes of wire. An interest- 
ing machine rigged up by one 
of the boys is a small wire 
brush, motor-driven, for remov- 
ing enamel and cotton from 
magnet wire. Mr. McGlinsey 
figures that the saving effected 
amounts to 47 cents per motor. 


Right — Part of the overhead 
crane system 


Below—To the rear is a varnish 
vat. In the right hand corner, a 
portion of the electric oven 








For smaller motors 138 various makes and types of 
bearings are stocked to be used in servicing any motor up to 
1 hp. Other equipment for working on the smaller motors 
includes a lathe, drill press, arbors, reamers and drills. 

When repairing larger motors a lathe, drill press, arbor 
press and many small tools must be employed. Any device 
that speeds up the work is welcomed. 

One of the most used time-savers in the shop is the 
overhead crane system that extends over each bench and 
department in the shop. By this method one man can 
move most any motor, whereas two or three men were 
formerly required for the cumbersome job. 

There are many other tools to help speed up work in 
the plant. Welding and brazing eyuipment, a cutting 
machine with a 42-inch blade for trimming sheets of in- 
sulation, two jig-saws and a table-saw are among these. 

After a motor has been rebuilt it is taken to the var- 
nish tank, where it is dipped three times. After each 
dipping it is baked in a large electrically heated and con- 
trolled oven at a temperature of 220 degrees. 

Mr. McGlinsey realizes the value of modernized equip- 
ment for saving time and excessive labor costs. Close, 
accurate costs on every operation are kept, which helps 
in estimating and in determining which machines are 
paying for themselves and in how long a time. For 
example, the “group-winder” in the coil room, costing 
more than a thousand dollars, will pay for itself in less 
than two years. Motor repairing 
is the biggest job done by the de- 
partment, but it is also in a posi- 
tion to rehabilitate transformers 
and generators. 

“While our motor repair 
shop is run as a more or less 
separate unit,” says Mrs. Klose, 
“it must support itself on the 
basis of its own earnings. It is 
housed in the same building as 
our wholesaling business, but is 
required to carry its percentage 
of overhead. The volume of 
business done by the shop at 
the present time is about 16 per 
cent of our total sales.” 


Below—The “group-winder” on 
the left handles several small coils 
at one time, while the machine on 
the right winds a single coil of 
any size 























































Social Seeurity Legislation 


II. Old-Age Benefits 


Payroll records, tax reserves and larger mark-ups, already made 


necessary by the unemployment insurance tax, must be expanded 


next year to meet additional taxes for old-age benefits 


HE preceding article on unem- 

i ployment insurance (E.W. Jan. 

736) discussed taxes which are 
already in effect. This second, and final, 
article on the Social Security Act deals 
with additional taxes which do not be- 
come effective until 1937. 

However, employers are now making 
their plans for maintaining payroll 
records, setting aside reserves and im- 
proving their mark-ups to cover the un- 
employment insurance tax. These plans, 
obviously, should be sufficiently flexible 
to also provide for the added taxes for 
old-age benefits which take effect less 
than a year hence. For this reason, a 
clear understanding of the provisions of 
the Act dealing with old-age benefits is 
most desirable at this time. 


Differs from Unemployment Tax 


First of all, there are five important 
points of difference between the unem- 
ployment insurance tax and the taxes 
for old-age benefits. These are: 

1. The payroll tax for old-age benefits 
is levied on all employers throughout 
the United States, regardless of the 
number of their employees. The unem- 
ployment insurance tax, on the other 
hand, is paid only by those who employ 
eight or more people. 

2. While the unemployment insurance 
tax applies to all salaries and wages 
paid, regardless of amount, the taxes for 
old-age benefits apply only to the first 
$3,000 of annual wages of each em- 
ployee paid by each employer. Thus it 
is possible for two employers to pay 
old-age taxes on the same individual, 
provided he receives up to $3,000 from 


each of his employers in the same year. 

3. Employers are allowed no credits 
on taxes for old-age benefits for pay- 
ments by them of any State taxes, de- 
spite the fact that such credits are al- 
lowed, in certain cases, on their Federal 
tax for unemployment insurance. 

4. Taxes for old-age benefits are 
levied on both employers and employees, 
whereas the Federal unemployment in- 
surance tax applies only to the employer. 

5. Wages paid to his blood relatives 
by an employer (but not by a corpora- 
tion) are exempt from the Federal un- 
employment insurance tax, but such 
wages are not exempt from the taxes for 
old-age benefits. 

There is also an important point of 
difference between the benefits provided 
for under these two sections of the 
Social Security Act. Every person in 
the country will be entitled to old-age 
benefits when he attains the age of 65, 
regardless of any taxes paid by his em- 
ployers. Unemployment insurance, how- 
ever, will be paid only to those persons 
whose employers have paid the unem- 
ployment tax in their behalf, and who 
reside in states which have enacted State 
unemployment insurance laws’ which 
meet the Federal requirements. 

In addition to these important dif- 
ferences between unemployment insur- 
ance and old-age benefits, details of the 
provisions for old-age benefits are of 
vital concern to both employers and 
employees because both are taxed and 
both are eligible to receive benefits. 
These details are brought out by the 
answers to the following questions, 
which have been edited by an accountant 


recognized as an authority on social 
security legislation. 

1. What is the purpose of the law? 
To provide old-age pensions after the 
age of 65. 

2. When does the law take effect? 
During the calendar year 1937. 

3. Is the employee taxed as well as the 
employer? Yes, the employer and em- 
ployee are taxed equally. 

4. What are the rates of taxes? These 
gradually increase as shown in the tables 
at the bottom of this page. The maxi- 
mum will be reached in 1949, when em- 
ployer and employee taxes, combined, 
will amount to 6% of the employee’s 
wages, 


Employer Liable for Both Taxes 


5. Who pays the tar? Every em- 
ployer is liable for the payment of both 
the employer’s tax and the tax on his 
employees. 

6. Is the employee's tax deducted 
from his wages? Yes, the income tax 
on wages of employees is deducted by 
the employer at the time the wages are 
paid. 

7. Are salaries of officers of a cor- 
poration taxable? Yes, the law applies 
to all employees. 

8. Is a partner considered as an em- 
ployee? No. Partners drawings are not 
taxable, while those of officers of a cor- 
poration are distinctly taxable. Some 
firms are, therefore, considering chang- 
ing their form of operation from a cor- 
poration to a partnership. 

9. Does the tax apply on an employee's 
total salary or wages, regardless of 
amount? No. This section of the Act 


Federal Taxes for Old-Age Benefits, Imposed on Both Employer and Employee 


Income Tax on WaGes or Emptoyess (Sec. 801) 


Excisse Tax on WaceEs Par sy Emp.toyrers (Sec. 804) 


























Calendar Year Tax Calendar Year Tax 
TE 1 percent. 1937, 1938, and 1939 encanto 1 percent. 
| 1% percent. LTE RTE 1)4 percent. 
| 2 percent. BO, BI I i aarinscivncecnsncecsesenerisvcd 2 percent. 
coeieees heme se cay EET 2\4 percent. en TTT 2), percent. 
1949 and thereafter.......................--.---------- 3 percent. i SEALE ET 3 percent. 
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defines “wages” as all remuneration up 
to $3,000 per year. On an annual salary 
of $5,000, for example, both the em- 
ployee and his employer would be taxed 
only on the first $3,000. The balance of 
$2,000 would be exempt. 

10. When must the first returns be 
filed? There has been no announcement 
as yet, but it is reasonable to assume 
that the first returns will be due in Jan- 
uary, 1938. 

11. Where must they be filed? With 
the Collector of Internal Revenue of the 
district where the principal place of 
business is located. 

12. How may payments be made? 
Various methods are being considered, 
and definite rules will be announced 
later in the year. It is possible that pay- 
ments may be accomplished by a series 
of stamps, coupons tickets, or books, 
rather than by payments direct to the 
Collector of Internal Revenue. 

13. What is the penalty for delin- 
quency? One-half of one per cent per 
month, 


All Wholesaler Employees Liable 


14. What classes of employment are 
exempt? 

. Agricultural labor. 

. Domestic service in a private 
home. 

. Casual labor not in the course 
of employer’s trade or business. 

. An individual who has attained 
65 years. 

. Officers and crews of vessels 
on the navigable waters of the 
United States. 

6. Public employees: 
State and local. 

7. Employees of certain specified 
non-profit institutions. 

8. Employees coming under the 
provisions of the Railroad Re- 
tirement Act. 

15. What is meant by “casual labor?” 
A carpenter engaged to repair a porch, or 
an automotive mechanic repairing a car 
in the owner’s garage are examples of 
casual labor. 

16. What credits are allowed for pay- 
ments to State Old-Age Pension Funds? 
None. Unlike unemployment compensa- 
tion, the payment of Federal old-age 
pensions is not dependent upon the en- 
actment of state laws. 

17. What persons are qualified to re- 
ceive old-age benefits? In order to 
qualify for such payments the applicant 
must 

1. Be at least 65 years old. 

2. Have received not less than 
$2,000 in total wages after 
December 31, 1936, and before 
reaching the age of 65. 

3. Have received wages on some 
five days after December 31, 
1936, each day being in a dif- 
ferent calendar year, and be- 
fore reaching the age of 65. 

18. When will payments of old-age 
benefits begin? Old-age benefits will not 
be made until the period beginning 
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Federal, 


Some Examples of Monthly Benefits Payable Under the Act 









































Years of Employment 
Average Monthly Salary 
10 20 30 40 
i hctckhiniostbediiiicd $17. 50 $22. 50 $27. 50 $32. 50 
Ee ee er nT 22. 50 32. 50 42. 50 51. 25 
i esbimnenisaninaitiabates 27. 50 42. 50 53.75 61. 25 
I bats sinescictitsinnishdlstnlien daiaiaiiibinenaiidienall _ 32. 50 51. 25 61. 25 71, 25 
LIAO. RR a ae 37. 50 56. 25 68.75 81. 25 
Minimum monthly benefit, $10; maximum, $85. 
January 1, 1942, and will be paid right of any person to any future pay- 


directly by the Federal government. 

19. How will the amount of monthly 
benefit be determined? Old-age benefits 
in equal monthly installments, will be 
paid on the following basis: 

1. If total taxable wages paid the em- 
ployee after December 31, 1936, and be- 
fore age 65, are less than $3,000, a 
monthly old-age pension at the rate of 
one-half of one per cent of the wages 
on which taxes were paid. In other 
words, if the employee during this period 
received total taxable wages of $2,000, 
he would receive an old age pension of 
$10 per month. 

2. If total taxable wages on which 
taxes are paid were in excess of $3,000, 
the monthly old-age pension is figured 
as follows: 4 of 1% of the first $3,000, 
plus 1/12 of 1% of the first $3,000, plus 
1/12 of 1% of total taxable wages from 
$3,000 to $45,000, plus 1/24 of 1% of 
total taxable wages over $45,000. 

20. What are the minimum and maxi- 
mum monthly benefits attainable under 
the law? The minimum monthly benefit 
is $10, the maximum $85. 

Illustrative benefits for various in- 
comes and periods of employment are 
shown on this page. 

21. What benefits are paid to non- 
qualified individuals? (See question 17.) 
Individuals who reach the age of 65, but 
who do not qualify for the monthly an- 
nuity, are paid a lump sum equal to 
34% of the total wages paid after 
December 31, 1936, and before the at- 
tainment of age 65. 

22. What death benefits are provided? 

1. When a person dies before the 
age of 65, his estate receives 
a lump sum payment equal to 
34% of his total wages received 
after December 31, 1936. 

2. If he dies after age of 65, his 
estate receives the same amount, 
less any payments paid to him 
during his lifetime. 

23. Can a person over 65 continue to 
work? Yes, but payment of benefit is 
withheld for each month in which a 
qualified individual who has attained age 
65 received wages for regular employ- 
ment. 

24. Are benefit payments subject to 
assignment or legal process? No, the 
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ment cannot be transferred or assigned, 
nor can any payments or rights be sub- 
jected to execution, levy, attachment, 
garnishment, or other legal process. 

25. Are employers who maintain pri- 
vate pension or annuity plans exempt 
from the tax? No. Under the existing 
law the employer receives no credit for 
funds paid into a company pension plan. 

26. Is the employee’s tax deductible in 
computing his Federal income tax? No. 

27. Are corporation officials eligible 
to benefits? Yes, all qualified employees, 
from president to janitor, may partici- 
pate in old-age benefits. 

28. What records should employers 
provide for? Beginning January, 1936, 
employees should set up the necessary 
records to provide for: 


1. Deducting and _ withholding 
from each employee 1% of his 
wages. 

2. Setting up a reserve to cover 
the employers’ own tax lia- 
bility. 


Salesmen’s Expense Accounts 


29. Are salesmen’s salaries or com- 
missions taxable when they include re- 
muneration for traveling expenses? Yes, 
unless the employer clearly shows the 
amount which covers compensation and 
the amount which covers expenses. 
Otherwise he will be required to pay the 
tax on both remuneration and expenses 
of his employees. 


30. Where discounts or gratuities are 
afforded employees, will they be added 
to the amount of the base for tax? Pres- 
ent rulings indicate that discounts, lodg- 
ing, meals, gratuities, along with any 
other form of remuneration paid, di- 
rectly or indirectly, by the employer, is to 
be subject to the tax. 

31. Is compensation paid to outside 
auditors and accountants taxable? No, 
because the relation of employer and 
employee does not exist. 

32. Who will administer the Act? 
The Act establishes a Social Security 
Board of three members appointed by the 
President, by and with the advice and 
consent of the Senate, each member to 


serve for six years at an annual salary 
ot $10,000. 
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Display floor and city counter. Individual 
recesses over the counter show off each fixture to 
advantage 
2. General offices with city counter on the right 

View during construction showing size of 
warehouse. Note large doorway on the left 


1. Loading zone. Freight cars unload at door 
level on left. Trucks back in to a lower level 
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on the right and load at body height. 
5. A ramp for hand trucks leads down from con- 
crete loading platform to floor level of ware- 
house 
6. Packing and shipping room, showing arrange- 
ment of broken package stock on shelves 

A truck driveway runs the entire length of 
the conduit rack, permitting loading directly 
onto trucks 
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A Warehouse Planned For Service 


New home of Westinghouse Electric Supply Co. at Salt Lake 


City is a model one story warehouse. 


Every department 


has been laid out to save labor and speed up operations 


ROM the conduit rack to the shipping room, every 

square foot of the new Westinghouse Electric Sup- 

ply Co.’s warehouse at 235 W. South Temple St., 
Salt Lake City, is designed for service. The building is 
but one story high, except in the front where a second 
floor is devoted to rest rooms, a stationery and literature 
room, sales meeting and display room and a private office. 
The building has a frontage of 68 feet and is 300 feet 
deep. Out of a total of 24,000 sq.ft., 17,340 is devoted 
to the warehouse function. 

Whether supplies arrive at this branch by freight car 
or truck, they are unloaded within the building. A con- 
crete ramp runs up level with the car doors. On the 
opposite side of this runway, trucks back into another 
ramp which makes loading or unloading possible at the 
height of the truck body. The ramp continues down into 
the center of the warehouse so that the merchandise may 
be easily delivered by hand truck to and from the storage 
space. A truck driveway runs the en- 
tire length of the conduit rack so that 


opens on a second street. The main truck entrance con- 
sists of three doors, each ten ft. wide. A steel rolling 
door, 18 ft. wide and 20 ft. high permits railroad cars 
to enter the building. 

The packing and shipping room, together with the 
broken package stocks, is partitioned off from the rest 
of the warehouse to insure adequate heating. 

There are no annoying posts in the warehouse. Elec- 
trically welded steel trusses support the roof, thus per- 
mitting free movement of trucks and supplies. Windows 
on all sides provide plenty of daylight. Shallow-dome re- 
flectors with 200 watt inside-frosted lamps are provided 
for dark days or night operation. 

Display rooms and offices on the ground floor are 
spacious. A 30 in. exhaust fan located in a penthouse 
is designed to keep them at comfortable temperatures in 
summer so that excessive heat will not interfere with 
service. 





the pipe may be loaded with a mini- 
mum of handling. 
The boiler room and coal bin are 


Stairway UT 








directly under the railroad ramp. Two 
coal chutes in the ramp make it possible 
to unload a carload of coal in the build- 
ing and convey it without handling 


Girls’ Rest Room 7 
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directly to the bins below. An auto- 3 .) Stationery and Literature Room 
matic electric stoker takes care of the = 
st of the job 7 : 
rest of the job. 1 B Janitors = 
Trucks may enter the building oo Room Floor plan of second story 
through the side or the rear, which Lavatory 
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New home of Westing- 
house Electric Supply 


Co. at Salt Lake City 
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Saleemesting and 
Office Display Room 























MEN YOU SHOULD KNOW 





* H. L. HARPER 


Pacific District Manager, Graybar Electric Co., 


HEN Harry L. Harper, as 
W: youth fresh out of school, 

took an $8 a week job as 
shipping clerk at the Kansas City 
branch of the Western Electric Co. 
in 1903, southern California was 
probably the furthest thing from 
his mind. Yet only once in his 
career has there been a break in the 
westward trek which was ultimately 
to bring him to the land of sun- 
shine, flowers and community build- 
ing. 

His tenure in the business he 
chose for his life work has been 
that of many another hard working, 
enthusiastic and enterprising sales- 
man. By 1907 he was a telephone 
salesman covering Kansas, Okla- 
homa and Missouri; in 1909 he was 
telephone specialist in the Kansas 
City office. Shortly afterward he 
made his only venture outside the 
electrical wholesaling field. For 
seven months he tried his hand at 
selling electric automobiles, those 
old high-wheeled, glass-enclosed 
buggies that steered with a handle. 
Right then the automobile industry 
lost a capable man, for in January, 
1913, he was back with Western 
Electric as telephone specialist at 
Dallas. More sales experience came 
when he was sent to San Antonio 
as supply salesman; more still as 
supply specialist at Dallas. 

This rounded sales experience, 
coupled with a splendid sales rec- 
ord, resulted in his promotion to the 
post of sales manager at Kansas City 
in February, 1917, the only time 
that he turned back on his westward 
trek. But it was not for long. Two 
years later came the order which 
sent him to Los Angeles as manager 
of that office and the Pacific Coast 
gained a member of the electrical 
industry who has been one of its 
outstanding leaders in industry co- 
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Los Angeles, Calif. 


An Industry and 


operation and indus- 
try coordination. 
Harry Harper fitted ; 
he was accepted im- 
mediately as one of 
the “gang.” Just how 
well is demonstrated 
by his immediate ap- 
pointment to the board 
of directors of the 
newly organized Cali- 
fornia Electrical Co- 
operative Campaign, 
predecessor of a long 
and distinguished line 
of industry building undertakings. 
Since 1919 he has served almost 
continuously as a director of the 
successor organizations and today is 
a vice-president and director of the 
Pacific Coast Electrical Association. 


7 WAS only logical that he should 
have been one of the organizers of 
the Los Angeles Electric Club and 
that body’s first president. He had 
what a growing industry in a grow- 
ing community needed—energy, per- 
sonality, originality, salesmanship, 
and executive capacity. He was one 
of the small group which conceived 
and carried out the idea of standard- 
izing and popularizing the conveni- 
ence outlet; he sat on the industry 
council that envisioned and pro- 
moted the first all-electric home for 
display to the public. When the co- 
operative organization was stumped 
for new electrical ideas to promote, 
he personally developed the idea of 
a “June Bride Week” with an in- 
tensive drive to promote electrical 
gifts as wedding presents. All of 
these activities have become national 
in scope since their inauguration on 
the Pacific Coast. 

Friends marvel at his ability to 
take on and energetically follow 
through any job which will build 


Civic Leader 


A practical idealist who sees the ultimate 
advantages accruing to his business from 
efforts to build his community and the 
whole electrical industry is Harry L. Har- 
per, ex-shipping clerk and telephone sales- 
man. No industry or community develop- 
ment job is too big or too tough for him and 
his sales promotional ideas are countless 


his industry or his community. He 
has been president of the Los An- 
geles Rotary Club. In 1928 he ac- 
cepted the chairmanship of a Los 
Angeles Chamber of Commerce 
committee to promote trade by 
means of directed tours through the 
back country on which business men 
preached the advantages of that city 
as a trade point. So well was the 
job done that he was elevated to a 
directorship and head of the Ex- 
ploitation and Exposition Commit- 
tee, serving for three years. He was 
then successively vice-president and 
president of the Chamber of Com- 
merce. He helped promote and was 
vice-president of La Fiesta de Los 
Angeles, celebrating the 150th birth- 
day of that city. He was chairman of 
the citizens’ executive committee 
for the 1932 Olympic games. 

With all of this he has not ne- 
glected his responsibilities to his 
own branch of the industry. He was 
chairman of the Pacific Division of 
NEWA in 1927-28 and twice has 
represented the Coast wholesalers 
on the national executive committee. 








THIS IS NUMBER 170 IN 
OUR SERIES OF PROMINENT 
WHOLESALERS 














ELECTRICAL WHOLESALING — February 1936 





* 


H. L. HARPER ©° ®@ Pacific District Manager, Graybar Electric Co. 


February 1936 — ELECTRICAL WHOLESALING 
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SUPER SERVICE 
JUNIOR 


In your sale of rubber jacketed 
cords we pledge you the same 


interested cooperation which 


has been our Jobber Policy for S 
all the 50-odd years of our busi- ‘ 
ness life. An established price 
policy, prompt service and 
multiple warehouse stocks. t 


Sales Offices: ATLANTA - BOSTON +: BUFFALO - CHICAGO - CLEVELAND - DALLAS - DETROIT - LOS ANGELESBDRX - 
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Fo YEARS General Cable Research has been a 
leader in rubber chemistry as applied to wire 


and cable insulation and jackets. 

Every user of portable cords or cables is fa- 
miliar with the outstanding qualities of Super 
Service, the jacket of rhinoceros-hide toughness, 
vulcanized under tons of hydraulic pressure. Super 
Service is a profitable product to sell, and econom- 
ical for the ultimate consumer to buy. 

There are other headliners in the General 
Cable group of rubber jacketed cords, some of 
which are illustrated here. You should examine 
samples of the actual products, test the toughness, 
the finish, the real all-around quality of the rubber 
— Spur your salesmen’s interest to make these 
nationally known rubber jacketed cords increas- 


ingly profitable items. 











ENERAL CABLE CORPORATION 


Executive Offices: 420 LEXINGTON AVE., NEW YORK 


ro\Ite’ 


LESMRX + PHILADELPHIA - PITTSBURGH - ROME - SAN FRANCISCO : ST. LOUIS - SEATTLE + WASHIN 


q) 


J 
O 
e) 


February 1936 — ELECTRICAL WHOLESALING 


19 




















Excelsior Box 


Above—lts top serving 
as a packing bench, this 
metal-lined box provides 
a safe and convenient 
storage space for excel- 
sior at the Havens Elec- 
tric Co., Albany. The 
upper part of the front is 
hinged, providing ready 
access to the supply of 
excelsior. When not i 
active use, the box is 
kept tightly closed. 


| z 
1} 


12-In-1 Display 


Below —Constructed 
of 13 in. pipe, this 
display frame is 1] 
ft. wide by 63 ft. 
high and contains 12 
individual display 
boards, measuring 3 
ft. x 4 ft. If neces- 
sary, items can be 
mounted on_ both 
sides. Lights along 
the upper frame fur- 
nish illumination. It 
stands in the ware- 
house of Geo. B. 
Vasen, Quincy, Il. 


Assembly Cart 


Left—Warehouse men at the 
Brown Supply Co., St. Louis, 
find this all-metal cart a 
great help in assembling 
orders. It holds many items 
on its two 2 ft. x 4 ft. shelves. 
Furthermore, it’s “quiet as a 
mouse,” since it runs on 
rubber covered wheels. 


“What’s New” Display 


Right—Conveniently located 
near the sales counter of 
Doubleday-Hill Electric Co., 
Pittsburgh, this display board 
brings new items to the at- 
tention of customers. On the 
1 ft. x 4 ft. panel are 20 
serew-hooks which hold the 
products. Above each is a 
small metal card holder per- 
mitting the insertion of de- 
scriptive material. 


For Empty Cartons 


Above—In the shipping 
room, at the General 
Electric Supply Corp., 
Seattle, a large platform 
is hung over the packing 
bench. On this is piled 
the large lamp and other 
empty cartons as_ they 
come from the © stock 
room. When the packer 
needs one for packing 
small orders, he “gets 
the hook” and pulls one 
down. 
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DURING the past month “com- 
missions’ have been forwarded 
from NEWA headquarters in 
New York to leading wholesalers 
throughout the country. These wholesalers, now of- 
ficially appointed to administer the industry’s Fair 
Trade Practice Rules, become the official representatives 
of the Federal Trade Commission for the electrical 
wholesalers of their respective districts. 

The personnel of these local commissions is, for the 
most part, identical with that of the local code commis- 
sions set up under NRA. The sincere efforts which 
they will put forth to improve competitive conditions 
in their various districts will deserve the hearty support 
of every member of the trade. 

Electrical wholesalers benefited from NRA. Many 
“chiselers” mended their ways, despite the indifference 
of NRA officials when it came to enforcing the trade 
practice provisions of the codes. The Trade Practice 
Rules go further than the codes and should benefit the 
industry to an even greater extent. These rules are 
divided into two groups. Those coming under Group 
One are legally enforceable, and the Federal Trade 
Commission takes its enforcing powers most seriously. 
Group Two rules are not legally enforceable; their 
status, for all practical purposes, is similar to the trade 
practice provisions of the codes. However, the latter 
were generally adhered to, through the voluntary co- 
operation of the trade; thus there is every reason to 
expect that the Group Two rules will likewise be suc- 
cessfully administered by the code veterans who com- 
pose the new district commissions. 


Trade Practice 
Commissions 


WHITE collar workers, for- 
merly on the relief rolls, are now 
calling upon business establish- 
ments throughout the country as 
official enumerators of the 1935 Census of Business. 

When the results become available the latter part of 
this year, this new census will provide information of 
practical value to every electrical wholesaler. These 
results will be published in ELEcTRICAL WHOLESALING 
in such a form that each individual concern will be able 
to readily compare its own operations with those of 
other wholesalers of similar size. 

This information will include data on: size of in- 
ventory ; stock turnover ; consigned stocks; sales, ware- 
house, clerical and executive payrolls; administrative, 
selling, delivery, warehouse and occupancy expenses; 
interest paid and losses from bad debts; sales taxes paid 
by wholesalers; sales of supplies, apparatus and appli- 
ances ; sales to retailers, industrials and contractors, and 
other wholesalers, also cash sales and sales at retail. 

In addition, the 1935 Census will indicate the im- 
portance of the wholesaler in the distribution of elec- 
trical supplies. For the first time, direct sales of non- 


A Practical 
Census 
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wholesale apparatus lines, such as central station equip- 
ment, will be reported separately from sales of wiring 
materials by manufacturers’ sales branches and manu- 
facturers’ agents. Heretofore supplies and apparatus 
have been grouped together, with the result that the 
real importance of the wholesaler in the supply field has 
not been shown. 

These are the reasons why the new census will be of 
greater practical benefit to electrical wholesalers, both 
as an industry and as indiv:dual operators. We urge 
our readers to extend their fullest cooperation to the 
enumerators and to fill out completely, accurately and 
promptly, the forms which will be handed to them. 
Official instructions for making out these confidential 
reports appeared on pages 22 and 24 of ELECTRICAL 
WHOLESALING for January. 


NEW taxes for unemployment 
insurance became effective Janu- 
ary 1, and last month we de- 
scribed in detail the provisions of 
that section of the Social Security Act. This month we 
are presenting a similar discussion of the old-age pro- 
visions of the same Act, despite the fact that these 
provisions do not become effective until next year. Why 
should old-age taxes be discussed in February, 1936, 
when they do not become operative until January, 1937? 
There are two reasons: 

1. Employers must immediately set up the necessary 
records for reporting their 1936 payroll taxes for un- 
employment insurance. In some cases they must change 
their methods of compensating salesmen to provide 
separate payments for salesmen’s earnings and sales- 
men’s expenses. Some employers may decide to change 
their business from a corporation to a partnership. 
Whatever changes, either in accounting or in methods 
of operation, which are made at this time, should also 
be planned to meet the requirements of the 1937 pay- 
roll tax for old-age benefits. Otherwise further changes 
may have to be made less than a year hence. 

2. As pointed out last month, the tax burden im- 
posed upon employers and employees by the Social 
Security Act presents a serious threat to both the 
profits of the employer and the purchasing power of 
the employee. A careful study of the coming payroll 
taxes for old-age benefits, which are levied on both 
groups, is necessary at this time if employers and their 
employees are to become fully aware of the serious 
effects of this hastily-enacted and unsound legislation. 

Unemployment insurance and old-age benefits for 
everyone are worthy objectives, but the present Social 
Security Act is not a practical method of attaining them. 
It is the responsibility of every voter, both individually 
and through his trade and civic associations, to urge 
upon Congress that the provisions of the existing Act 
be suspended for at least another year, pending further 
study of the entire problem. 

Meanwhile, wholesalers must demand of their manu- 
facturers that the margins, as provided for them by the 
manufacturer’s suggested resale schedules, be increased 
immediately to cover the increased costs already im- 
posed by the Social Security Act. 


The Social Security 
Tax Burden 
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Bulletin of National Couneil 


Diseusses Distribution Ills 


Suggests what wholesalers can do to develop the cooperation of 
manufacturers in stabilizing market conditions 


ANAGING DIRECTOR G. V. 

Weir of the National Council of 
Eiectrical Wholesaler Associations, 22 
East 17th St., New York City, has is- 
sued a comprehensive bulletin to the 
member groups which reviews the mar- 
ket conditions that prevailed during 
1935 and outlines definite steps which 
can be taken by individual wholesalers 
and by local associations to prevent their 
recurrence in 1936. The following para- 
graphs are quoted from this bulletin: 


Conditions in 1935 


1. Diluted distribution — manufac- 
turers appointing new wholesalers who 
do not create new business but simply 
dilute the business formerly secured 
by the distributors who were doing a 
real selling job, to the point where 
wholesalers cannot afford to spend any- 
thing to develop the line. This brings 
them down to the order-taking class, 
and yet the manufacturer complains that 
the wholesalers do nothing for him and 
should not enjoy their former spread. 

2. Warehouse stocks which enable 
anyone with any knowledge of the 
wholesaling business to enter it with 
practically no capital. Naturally, this 
discourages a wholesaler with a _ real 
investment from maintaining a_ sub- 
stantial stock. It enables the sales 
agent, handling more than one line, to 
hand out secret rebates in the form of 
other materials when his factory is 
honest—and if his factory is dishonest, 
he makes overshipments which are ab- 
sorbed by the manufacturer when in- 
ventory of the warehouse stock is taken. 
In the long run, warehouse stocks are 
one of the most serious conditions with 
which the wholesalers in the large cen- 
ters must deal. 

3. In some localities there are not 
enough wholesalers to give distribution 
to all the manufacturers of a given 
product. As the agents work on a 
commission basis (and they, too, must 
eat) they pick off a nice contractor 
account, but instead of selling him on 
that basis, they appoint him a distribu- 
tor. The contractor does one of two 
things—either he uses his distributor 
price to pick up all the contracting 
work in sight, or he decides to go into 
the wholesaling business. He gets more 
lines as a distributor, forms another 
company (often in the same building), 
turns his contracting business over to 
a couple of his men to manage for him 
and makes a statement that he is no 
longer in the contracting business. And 
the manufacturers believe the agent’s 
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reports because they want the business, 
and sell him as a distributor. 

4. There are some manufacturers 
who do a substantial wholesaler busi- 
ness, and who also sell the retail chain 
and mail order houses direct. In most 
cases they sell these large buyers at 
prices from 20 to 30 per cent below the 
wholesaler’s cost. The trouble fre- 
quently is that the wholesalers haven't 
the backbone to stop buying from such 
manufacturers. 

5. The most deplorable condition of 
all is the manufacturer who has na- 
tional distribution and has two _ basic 
distributor’s prices to “chisel” from: 

(a) The “out of the metropolitan 
area” price, which is given to his dis- 
tributors in less competitive areas and 
shows the manufacturer a handsome 
profit, which he therefore does not want 
disturbed. Because the out-of-town dis- 
tributor is much more loyal and will 
stick to a manufacturer who apparently 
has a satisfactory line and policy, the 
manufacturer fails to realize that unless 
the out-of-town wholesaler is in a 
competitive position, he will soon lose 
the business to some city wholesalers 
who, because of their buying ability, can 
undersell him. 

(b) The manufacturer has _ been 
chiselled and browbeaten by the whole- 
saler as well as his own representative 
to the point that instead of discovering 
what conditions really are, he believes 
all the pipe dreams and fairy tales 
told him to be the true picture of con- 
ditions; permits his representative to 
meet all rumored prices, and _ little 
dreams that this very action is the one 
which establishes a new low on his 
commodity for someone else to beat. 
He ends up by having a different price 





+ After A Hard Day of play, Harry 
Sherman, manager of the Newark 
branch of Westinghouse Electric 
Supply Co., takes a few moments of 
“relaxation.” 


for each distributor whom he sells in 
the area, depending upon how good a 
buyer the wholesaler is or how friendly 
the representative is with him, and 
fools himself into thinking that all deals 
are strictly confidential. 

It would appear that the manufac- 
turers are entirely to blame for these 
conditions but such is not the case. We 
wholesalers have “batted” him around 
so much that he has been forced to take 
some of these steps in self-defense. 


What the Wholesaler Can Do 


1. It makes little difference how low 
you buy; with conditions as they now 
are, you can gamble that some com- 
petitor is buying as low or lower. It’s 
the price at which you sell that counts. 
If you are a better buyer than your 
competitor, don’t reflect it in your sales; 
keep it vourself. 

2. Stop buying from a manufacturer 
just because he is a few cents lower. 
Inquire into his policy and if you want 
real information, call your association. 

3. Let the manufacturers decide whom 
they want to sell—the wholesaler only, 
or the non-wholesaler. Let them under- 
stand that from now on they cannot ex- 
pect to sell you and the non-wholesaler 
as well. 

4. Stop dreaming of a new low price 
and passing it on to the manufacturer’s 
representative as a fact. 

5. Spend more time on selling and 
less on buying and you will be sur- 
prised at the increase in your profits. 

6. Don’t handle a line which all your 
competitors have. Insist that your 
manufacturer reduce the number of his 
present distributors and make him let 
you know who your competitors are. 
If he won’t give you (or this office) the 
information, don’t buy from him. 

7. Stop selling the non-wholesaler on 
a cost-plus basis, because you are build- 
ing up future competition for yourself. 
The non-wholesaler won’t always buy 
from you. He will soon build his busi- 
ness up to a point where some manufac- 
turer will make him a distributor and 
then others will soon follow. 


What the Local Association 
Can Do 


1. Insist that the manufacturers stop 
selling those who are not in fact whole- 
salers and that they lay their cards on 
the table by letting the local association 
know whom they consider to be whole- 
salers. 

2. We are in favor of stabilization to 
a point where the wholesaler makes a 
reasonable profit. This can be done if 
the manufacturer learns that just be- 
cause he gets no business from one 
particular section or class, he may not 
break down the wholesaling structure, 
and that the electrical wholesaling and 
manufacturing businesses are national. 
If he expects to get wholesaler support 
in one section, he must play clean in all 
sections. 
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Do Knockouts Count ? 


|’ MAY BE important only to the elec- 
trician or maintenance man that C-H 
Safety Switches have more knockouts, 
in greater size range, more conveniently 
located, and that they come out easy 
and clean. After all, a knockout is only 
a detail. 

But then, so is the spring, so is the 
handle, so are the mounting bosses. And 
if you’re going to slight details, where 
are you going to start... and WHERE 
ARE YOU GOING TO STOP? 


C-H believes that no detail can be 
slighted; that only as each detail is per- 
fect, can you have a perfect safety 
switch. That is why C-H expends more 
care than perhaps you think necessary 
on every detail of every safety switch; 
that is why, we believe, C-H Switches 
are selling so well. CUTLER-HAMMER, 
Inc., Pioneer Manufacturers of Electric 
Control Apparatus, 1327 St. Paul Avenue, 
Milwaukee, Wisconsin. 


CUTLER-HAMMER SAFETY 


“ANY MAN WHO MAKES A GO 
OF ELECTRICAL CONTRACTING 
CERTAINLY MUST KNOW WHAT 
I'VE FOUND OUT. YOU BUILD 
A BUSINESS ON DETAILS. IT 
ISN'T THE BIG THINGS THAT 
HANG A FELLOW...YOU CAN 
STOP THEM BEFORE THEY GO 
TOO FAR. BUT THE DETAILS OF 
BUSINESS, A LITTLE WASTE | 
HERE, A LITTLE BAD JUDGMENT 
THERE, A LITTLE CARELESSNESS | 
-MAN, WHAT THOSE DETAILS 
DO TO THE BANKROLL. 

“SO DONT 
fe. DETAILS IN ANYTHING LIKE 

"ee A SAFETY SWITCH. GIVE ME 

Pes A SWITCH WHICH IS RIGHT IN 
ALL ITS DETAILS AND ILL GIVE 
A JOB THAT SATISFIES THE > 
BUYER AND DOESNT ROB ME 
OF MY JUST PROFIT.’ 



























KID ME ABOUT 




























| 
@ The C-H line includes all types and sizes | 
Standard, Weatherproof and Explosion-Pr | 
Safety Switches, and Range Switches and Ser 
Equipment for every locality — all built to 
famous C-H Control Leadership Standa 
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Wholesalers’ 1935 Sales Gain 
Estimated at 11 Per Cent 


Wholesalers proper who did 40.4 per 
cent of the wholesale business in 1933, 
according to the Census of American 
Business, are estimated to have in- 
creased their dollar sales in 1935 over 
1934 by 11 per cent, based on figures 
prepared by S. L. Kedzierski, chief of 
the wholesale trade section, Bureau of 
Foreign and Domestic Commerce. 

Increases in the durable goods field 
ran from 29 per cent among building 
material wholesalers to a 50 per cent in- 
crease in the plumbing and _ heating 
equipment and supplies group. There 
was also a steady increase in consumer 
goods industries of the durable type, the 
principle ones being a 30 per cent in- 
crease in 1935 over 1934 in the whole- 
sale distribution of electrical goods 
which includes, among other items, elec- 
trical appliances, radios, and refrigera- 
tors; and the estimated wholesale sales 
of furniture and house furnishings like- 
wise showed a large increase of 25 per 
cent in 1935 over 1934. 

Estimated increases of sales of whole- 
sale establishments were: automotive 
products, 18 per cent; chemical products, 
15 per cent; metals, 23 per cent; hard- 
ware, 15 per cent; machinery equipment 
and supplies (except electrical), 25 per 
cent. Wholesale sales of dry goods and 
coal were each 2 per cent less in 1935 
than in the previous year, according to 
Mr. Kedzierski’s statistics. 


Underwriters’ Laboratories 
Develop Carton Label 


For use on cartons containing ap- 
proved goods, the Underwriters’ Labora- 
tories have developed a standard label 
design. The marker is also adaptable 
for use on descriptive literature accom- 
panying packaged goods. The design is 
not intended to be applied to the labeled 


products, themselves, or used in conjunc- 
tion with materials which are not listed 
by Underwriters’ Laboratories under 
label service. 

In the interest of maintaining uni- 
formity of the design, it is urged that, 
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regardless of size, the proportions of 
the marker conform to those of the illus- 
tration and that the complete statement 
in the annular ring be used. As to color, 
the marker may be reproduced in black 
on white, in black on any field, or in 
black and the following colors only: 
outlines and type matter—black, inner 
circle—yellow, annular ring—blue. 


Paint Manufacturer Ties In 
With Better Light Drive 


With the publication of a 34 page 
catalog under the title of Save-Lite, the 
Sherwin-Williams Co., one of the coun- 
try’s leading paint manufacturers, has 
joined with the Better Vision Institute 
and the Better Light-Better Sight Coun- 
cil to promote the cause of adequate 
lighting. The book is devoted to a fac- 
tual presentation of painting as a part 
of lighting and plant conditioning. 

Data on what a wall and ceiling paint 
should be like as well as their impor- 
tance from the standpoint of better and 
more economical production is included. 
Illustrated laboratory studies and various 
industrial applications, including before 
and after sight-meter readings, also are 
presented. 








+ Four Year Champions and still going strong. These five members of the 
Graybar Electric Company’s bowling team at Reading, Pa., are out for their 


fifth city championship in as many years. 
isfies them. From left to right: “Cap” Mummert, “Shorty” 


Nothing short of a “strike” sat- 
Mountz, Harold 


Texter, Ed Waldman and G. R. Hoffman. 
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J. H. McGraw Resigns As 
McGraw-Hill Chairman 


At a meeting of the board of directors 
of the McGraw-Hill Publishing Co., 
held on December 27, James H. Mc- 
Graw, the founder of the company and 
its head for more than 50 years, re- 
signed as chairman of the board and 
was elected honorary chairman. He will 
remain as a member of the board. 

James H. McGraw, Jr., who has been 
connected with the company for the 
past 20 years, was elected chairman of 
the board. He has served as treasurer 
and was executive vice-president and 
vice-chairman of the board at the time 
of his election. 

Malcolm Muir, president of the com- 
pany since 1928, continues in that capa- 
city. 

° 


Washington State Contractors 
Now Licensed and Bonded 


The new electrical law of the State of 
Washington, which became effective 
January 1, requires that any person, 
firm or corporation engaged in the 
business of installing wires or equip- 
ment to convey electric current, or in- 
stalling electrical apparatus or appli- 
ances, shall pay an annual license fee 
of $50. Each license application must 
be accompanied by a $1,000 surety 
bond. 


Credit Association Reports 
Sales Up, Stocks Down 


Both wholesalers and manufacturers 
reported increased December sales to 
the National Electrical Credit Associa- 
tion, according to A. F. Hearl, secre- 
tary. 

The majority of wholesalers reported 
decreased inventories and improved col- 
lections. Operating profits showed 
either increases or “no change.” No 
decreases in operating profits were re- 
ported. Prices of most commodities 
showed no change. 

Receivables were reported as better 
than a year ago, showing less days out- 
standing. 
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Federal Reserve Reports 


Federal Reserve Banks have released 
the following percentage comparisons 
covering sales of electrical wholesalers 
for the month of October: 

















November 1935 To 

with date 

with 

Federal Reserve} Oct. Nov. Year 

District 1935 1934 ago 
Chicago........| + 4.8 | +33.1 | +12.3 
Philadelphia...}; + 3.0 | +10.0 | + 4.0 
San Francisco..| — 8.6 | +26.4 | +32.1 
ag Oo ee — 3.6] +13.0 | +19.0 
pe ere + 2.6 | +24.0 | +21.9 
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Moderately Priced Arailable from Stock 


OR the first time in all lighting history, ‘Custom 

Tailored’’ luminaires are being manufactured on a 
production basis, to make them available from stock at 
popular prices. 
Fabricated in the new ‘“‘Lunax’’ (Alzak) aluminum by 
skilled craftsmen, these new luminaires provide indirect 
lighting of the usual high Curtis standard. Distinctive 
design with luminous effect (giving the impression of 
being made of transparent aluminum), are combined in 
Curtis ‘‘Edge-Ray’’ Luminaires. Available in three sizes: 
200 watt (No. 1200) $19.75 ... 500 or 300 watt (No. 1250) 
$24.75 ... 750 to 1500 watt (No. 1270) $37.75. 








Curtis Lighting 


Rae Mod a CHICAGO Toronto 
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BUSTON WOVEN HOSE & RUBBER CO. L 
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4 All B.W.H. Friction Tapes are built on strong, closely woven 
sheeting, thoroughly impregnated with live rubber friction 
of strong, adhesive quality. Bull Dog Tape, nationally adver- 
tised for many years, is identified everywhere by the well 
known slogan — “It Sticks - It Holds - It Lasts”. | 


). CAMBRIDGE. MASS. 
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“They’re Coming Back,” says J. 
P. Clark, president and manager, 
Clark Electric Supply Co., Tulsa, 


Okla. The electrical contractor was 
the subject of Mr. Clark’s words 
and all reports seem to confirm his 
opinion. He has a wide and inti- 
mate acquaintance with them after 
many years in the electrical busi- 
ness in and around Tulsa. 





Lumiline Lighting 





(Continued from page 5) 


fitting rooms of dress shops and depart- 
ment stores. 

Lumiline lamps have further uses in 
the home—under overhead cabinets in the 
kitchen, for cove lighting in the dining 
room, for illuminating desks, pictures, 
book cases, and house numbers. 

In homes of modernistic design soffit 
lighting with lumiline lamps can be used 
extensively. In a 24-family apartment, 
also in a modernistic residence now under 
construction in Pittsburgh, it is reported 
that lumiline fixtures will be used ex- 
clusively. 

The largest field for this lamp is prob- 
ably to be found in stores, offices and 
restaurants. In stores, stock reflectors 
can be used for lighting display cases 
also, concealed in wall niches, for lighting 
panels and signs, and for supplementary 
lighting under mezzanines. 

Lumiline lamps are also effective for 
border lighting in show windows, as 
both the shapes and colors of the border 
can be readily changed. 

Taverns, cocktail lounges and night 
clubs have gone for the new lamp in a 
big way. Its low intensity, combined with 
a variety of soft colors, provides ideal 
illumination. A recent night club instal- 
lation uses 126 lumiline bulbs of three 
different colors. Separate circuits control 
individual colors, which can be thrown 
on either singly or in any desired com- 
bination. 

Industrial applications are less obvious 
but this field should not be overlooked. 
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For the lighting of racks and bins and for 
certain inspection work, the lumiline lamp 
is especially suitable. 

In illustration No. 17 on page seven 
is shown a custom-built decorative unit, 
one of a group sold to the Newark 
Athletic Club by the Graybar Electric Co. 
This sale, proves that the wholesaler 
need not stop with ready-made lumiline 
equipment. In almost every city, small 
manufacturers can be found capable of 
making special fixtures, but lacking sales 
facilities. They will welcome a connection 
with a live wholesaler’s salesman who 
can bring them leads and help them put 
over the sale. 

The photographs on pages 6 and 7 will 
suggest to every wholesaler’s salesman 
places where he can sell lumiline lighting 
in his own territory. Also, by studying 
these typical installations, other uses will 
undoubtedly suggest themselves to him. 
Some of his larger commercial and in- 
dustrial prospects he may sell directly, 
but there are hundreds of other prospects 
in his territory which his contractor ac- 
counts can reach, provided he gets these 
contractors to realize the sales possibili- 
ties which lumiline lighting affords them. 

Having thus pointed out, rather sketch- 
ily, some of the places where lumiline 
lamps can be sold, it may be of interest 
to report where reflecting equipment may 
be secured. 

Manufacturers who have _ advised 
ELECTRICAL WHOLESALING that they now 
have such equipment in production in- 
clude: Curtis Lighting, Inc., Chicago; 
Day-Brite Reflector Co., St. Louis; 
Elumilite Co., Pittsburgh; Garcy Reflec- 
tor Division of the Garden City Plating 
& Mfg. Co., Chicago; Gruber Bros., New 








A Find At Last. 


George Mit- 
tauer, Curtis Lighting representa- 


tive at Omaha (right), has just 
picked up two big cigars along the 
curb. After years of patient watch- 
ing, such luck called for a picture 
so he posed with Charlie E. John- 
son, advertising and sales promotion 
manager for the company. The two 
men were on a visit to the whole- 
salers of Cedar Rapids, Des Moines, 
Sioux City and Omaha, so Mr. Mit- 
tauer reluctantly decided that his 
traveling companion should share 
in his find. 


York City; F. W. Wakefield Brass Co., 
Vermillion, Ohio; Wheeler Reflector Co., 
Boston, and Wiremold Co., Hartford. 

Lumiline lampholders are available 
from all leading wiring device manufac- 
turers, including Arrow, Bryant, General 
Electric, Hubbell, Pass & Seymour and 
Weber. 


Underwriters’ Laboratories 
Move New York Office 


Underwriters’ Laboratories have 
moved their New York headquarters 
from 109 Leonard St., where they have 
been for many years, to 161 Sixth Ave. 
The offices are now housed entirely on 
one floor. 

The new home affords improved 
facilities. Among the new test equip- 
ment is a sound-proof room for fire- 
alarm and burglary alarm test work and 
a large, glass-enclosed, induced draft 
hood for the conduct of burn-out and 
other obnoxious fume-producing tests 
on cable, transformers and heating ap- 
pliances. 


Television Rumors 


Denied By RCA 


Published reports that RCA was pre- 
paring to market television sets have 
been flatly denied by R. R. Beal, acting 
chairman of the company’s committee 
on television. “Television has a long 
way to go before it will be ready for 
home service,” said Mr. Beal, “and any 
report that RCA is about to market 
television receivers is absolutely without 
foundation. 

“When RCA announced its three- 
point development program last Spring, 
it was estimated that it would require 
from 12 to 15 months to build a tele- 
vision transmitter and a number of ex- 
perimental receivers necessary to carry 
out the field tests. We are still engaged 
in that phase of the project and obvi- 
ously cannot be in a position to con- 
template commercial service in the near 
future.” 

* 


Cooperative Toaster Campaign 
Launched in Philadelphia 


In cooperation with its manufacturer 
and distributor members, the Electrical 
Association of Philadelphia is conduct- 
ing an electric toaster campaign this 
month. 

Approved models of seven manufac- 
turers listing from $2.45 to $3.95 can be 
sold on lease, and without recourse, by 
local dealers. The utility will collect 
the monthly payments, which are set 
at 50 cents per month with a down pay- 
ment of 45 cents. 

The campaign plan is being person- 
ally explained to dealers by salesmen 
of the local wholesalers. 
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In styles and sizes regularly needed, for Cartridge 


or Plug Fuses — Solid or Fused Neutral. 
ARROW ELECTRIC DIVISION 


THE ARROW-HART & HEGEMAN ELECTRIC CO. HARTFORD, CONN. 
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SAFETY 
SWITCH 


3 LINES ¢ MASTER "x! e STANDARD "¢! ¢ JUNIOR '3" 


COMPACT SIZE and SOLDERLESS LUGS 


Are Also Standardized Features of ALL 3 LINES 





BULL DOG has again set a new standard of 
quality for safety switches, based on a fun- 
damentally basic principle of arc control. 
The principle is simple and so highly 
effective that you will really be amazed. 
The BULL DOG ~Vfcu-/3eah— Satety 
Switch, is available in every price range — 
MASTER (Type A)— STANDARD (Type C) 
— JUNIOR (Type D) Safety Switches. See 
these extraordinary new safety switches No- 
tice the extreme compactness of the design 


The arc is double sealed, which permits 
the switch to be operated under extreme 
over-load, with perfect safety to the oper- 
ator. WIRE GRIPS (solderless lugs) are 
standard for the “line” and “load” wiring 
terminals? //acu-/31cah— switches are 
smaller in over-all cabinet size, yet they 
provide adequate wiring room at points 
where most desirable. (/acu-/31e@h Satety 
Switches are housed in Stylined modern 
cabinets, with handles to match... the 
most attractive safety switch on the market. 


Write for Details and Prices 


BULL DOG ELECTRIC PRODUCTS CO. 


dl DETROIT!“ MICH. U.S.A. 


In Canada: Bull Dog Electric van ts Co. of Canada. Ltd., Toronto, Ont. 
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Sell Electric Dishwashers 
As Aid To Health 


A growing appreciation of the menace 
of ordinary dishwashing to health is 
having a stimulating effect on the sale 
of electric machines. Dealers can capi- 
talize on this development in their ef- 
forts to sell this type of merchandise. 

Carl M. Snyder, manager of the dish- 
washer division of the General Elec- 
tric Co., effectively sums up the argu- 
ments this way: 

“Medical opinion recognizes hand 
dishwashing as an avenue for the trans- 
mission of disease. Investigations have 
proved that the electric dishwasher can 
check at least 66 per cent of the spread 
of common respiratory type diseases, 
such as colds and influenza. Doesn’t it 
strike us as peculiar that we always 
have considered the tooth-brush a per- 
sonal thing ; that we sterilize the clinical 
thermometer before placing it in the 
child’s mouth, and yet we think nothing 
of putting unsterilized knives, forks and 
spoons in our mouths three times a 
day? 

“But the health angle of the electric 
dishwasher is not its only advantage, or 
its only selling point. It is a time-saver, 
a wife-saver and a money-saver, as well. 
Bending over a steaming dishpan costs 
more women their charm and disposi- 
tions than any other task in housework. 

“Then there is the breakage problem 
—a good dish or a glass every week or 
so. Count this up at the end of the year 
and one will find it is a tidy sum. An 
electric dishwasher doesn’t break dishes. 
A dishwasher also saves in hot water, 
in laundering of towels, in washing of 
greasy dishcloths, in steel wool. 

“A woman’s time is worth something, 
too. The average woman wouldn't 
think of working for less than 30 cents 
an hour—the price of unskilled labor. 
Yet, she may spend an hour daily wash- 
ing dishes—that would be 30 cents a 
day, day in and day out, for 365 days a 
year. Even with a maid, it costs money.” 


Reconditioned Washers Used 
To Sell New Units 


In order to interest the “borderline” 
customers who are not quite ready to 
buy or who feel that they cannot afford 
a new machine, a dealer has worked out 
a good plan for reconditioned washers. 
In addition to selling new units, the idea 
has brought him a profitable market for 
trade-ins and has made it possible for 
him to sell new machines by a more 
liberal trade-in policy. 

The plan is simple. Turned-in wash- 
ers are repaired and re-painted and then 
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Which the 
wholesaler’s 
salesman 
can pass on 
to his dealers 











offered for sale at reasonable prices. 
The sales carry no guarantee although 
every effort is made to put the washers 
in first-class condition. The washers, 
however, may be returned at any time 
within 60 days and the full purchase 
price will be allowed on a new machine. 

The trial of electric clothes washing, 
which these machines afford, often 
brings the purchasers back for a new 
machine within the 60 day period. They 
want the latest model, especially since 
the turn-in costs them nothing. Many 
times, too, with the first machine paid 
for, the remaining cost of the new ma- 
chine doesn’t look like the obstacle that 
it did in the beginning. 








All-Purpose Test Panel. A com- 
pact outfit, with which it is possible 
to make quick tests of 110-volt 
lamps, plug fuses, cartridge fuses, 
flashlight batteries and bulbs, 14- 
volt Christmas tree lamps, appli- 
ance cords, and various low-voltage 
devices at 8, 12, 16 or 24 volts has 
been made up by the National 
Electric Co., Inc., Passaic, N.. J., 
for use at its sales counter. This 
test panel can be used for the nor- 
mal run of counter transactions 
without requiring the clerk to take 
devices or supplies away from his 
station for the purpose of having 
them tested. 





Makes Friend Of Ice Man 
To Sell Refrigerators 


An ice man is one of the best sales- 
men for a refrigerator dealer in the 
South. And if the ice man will listen to 
reason, what better source of live leads 
could a dealer find? 

This particular ice man was sold on 
the idea that once a customer began to 
think about purchasing an electric re- 
frigerator, his business was on the way 
out. Therefore, it was better to accept 
that fact and make a nice commission 
out of the loss. 

So whenever he begins to hear rum- 
blings of discontent as he delivers his 
ice, he pays strict attention. As soon as 
he is convinced that something is going 
to be done about it, he proceeds to pro- 
mote his friend’s line of refrigerators. 
When he has succeeded in arousing in- 
terest, he makes a date for the dealer to 
call and complete the sale. 

Outside of the fact that he is on the 
job when the refrigerator is first consid- 
ered and is probably the first outsider 
to know that a live prospect is in the 
making, there are other reasons why he 
is an ideal refrigerator salesman. In 
cases where he has served the family 
for years, they are sorry to cut off his 
business and glad to make up for it by 
throwing the sale his way. He knows 
the family’s refrigeration needs and can 
recommend the ideal unit. His commis- 
sion on the sale can make up for lost 
profit on many weeks and months of ice 
business that he is losing, without invest- 
ment or effort. 


Uses Ensemble Idea To 


Increase Sales 


Taking advantage of the growing 
popularity of the ensemble idea in elec- 
trical appliances, a dealer in an eastern 
city has increased his unit sale substan- 
tially. In all his displays, he features the 
group idea. 

When a customer comes to make a 
cash purchase of some item, he tries to 
interest them in one or two others of 
the same style and design. A special 
group price adds interest to the pur- 
chase. If it is a question of money, an 
offer is made to use the cash offered for 
the one item as a down payment on the 
group. If the customer protests that she 
already has the appliance that he is try- 
ing to sell her, an allowance is offered 
for a turn-in. 

A corner of the store, fitted out like 
the corner of a room with all of the 
appliances ready “to do their duty,” 
helps to sell the group idea to the person 
who intends to purchase a single item. 


ELECTRICAL WHOLESALING — February 1936 








Follrw thin with 


GENERAL ELECTRIC’S NEW 3-POINT PLAN 
FOR MORE LAMP PROFITS 








THEN— it’s up to you to follow through with General Electric’s new 


3-point plan for your agents ... remind them to ask every customer to 
buy G. E. Mazpa lamps. For further details write the Sales Division of 


General Electric Company, Incandescent Lamp Department, nearest you. 


VALUABLE BOOKLET YOURS FREE --- CLIP THIS COUPON 








You probably never saw anything like this valuable new booklet that’s packed SSCS ER ESTEE SEES Eee eee eee eecseccecace 
with honest, tested, selling experiences. It’s called, ‘You Can Do It Too”, and Sales Promotion Dept. EW-2, - 
tells in short, pithy style the individual sales experiences of 47 Mazpa lamp Incandescent Lamp Dept., : 
agents. Clip the coupon and send for free copies for your agents. General Electric Co., Nela Park, Cleveland, Ohio. P- 
Gentlemen: : 

yr <- Please send free of charge your booklet (Y-5151) ** You Can ° 

Do It Too”’. s 

GENERAL €@ ELECTRIC 3 

_—  ~ ~ 

_ 

MAZDA LAMPS Firm 

s 

vA Street = 

They say brigh ler Longe t omy Pan 
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North Heads New Association 
Of Electrical Leagues 


At an organization meeting, held in 
Washington, D. C., January 18, the 
International Association of Electrical 
Leagues was formally launched. Six- 
teen leagues were represented, located 
in Philadelphia, Pittsburgh, New York 
City, Chicago, New Orleans, Cincinnati, 
Cleveland, Milwaukee, Kansas City, 
Buffalo, Toronto, Washington, D. C., 
Essex and Burlington Counties, N. J., 
and Central and South Jersey. 

In addition, the Rhode Island, Colo- 
rado, Utah, St. Louis, Omaha, Chat- 
tanooga, Indianapolis and _ Tri-City 
Leagues were represented by proxy. 

Officers elected were J. E. North, 
Cleveland, president; Ralph Neumuller, 
New York, vice-president; A. A. Gray, 
Chicago, treasurer; and O. C. Small, 
NEMA, secretary. J. S. Bartlett, 
Washington; C. M. Christine, St. Louis; 
G. R. Conover, Philadelphia; G. W. 
Weston, St. Louis; Victor Hartley, and 
G. W. Austen, Toronto, were appointed 
to the board of governors. 

To facilitate operations, there will be 
five geographical divisions: eastern, 
east central, west central, western and 
Canadian. 

Immediate objectives of the new as- 
sociation include the promotion of 
kitchen modernizing, adequate wiring 
and electrical housewares. 


Appliance Association Formed 


In Alabama and Florida 


With membership open to dealers, 
wholesalers, utilities and manufacturers, 
the Electrical Appliance Association of 
Alabama and West Florida has been or- 


ganized. A cooperative merchandising 
program has been planned for this year. 
The following temporary slate of offi- 
cers has been elected: J. S. Shaw, man- 
ager of the electrical dept. of Moore- 
Handley Hardware Co., Birmingham, 
as president; Neal Collins, Frank Ten- 
nille Furniture Co., Montgomery, as 
vice-president and Marion Robertson, 
Alabama Power Co. as secretary. 


Brazier Re-elected President 
Of Colorado League 


At its recent annual meeting the Elec- 
trical League of Colorado again elected 
E. E. Brazier, local manager of the 
General Electric Supply Corp., as 
president. 

Wholesalers elected to the board of 
directors included J. A. Mayer, chair- 
man of distributors’ division, Ross 
Adams, H. A. Fluckey, L. H. Gross, 
B. K. Sweeney, Jr., and R. S. Wiley. 


Boston Manufacturer’s Club 
Plans Annual Trade Show 


Plans are rapidly maturing under the 
auspices of the Electrical Manufac- 
turers’ Club of New England for its an- 
nual trade show to be held March 4 to 
6 inclusive at the Hotel Bradford, Bos- 
ton. Previous shows have aroused 
widespread interest in electrical supplies 
and equipment among architects, indus- 
trial and maintenance engineers, and 
contractors. This year’s display, with 
the more promising business outlook, is 
expected to surpass previous exhibits. 
The show will be open each day from 
10 am. to 10p.m. J. J. Slater is chair- 
man of the show committee and Chas. 








+ Assembled To Make Merry, in honor of the 50th anniversary of the 
founding of the Oakes Electrical Supply Co., Holyoke, Mass., and its asso- 


ciate enterprise, the Roland T. 


Oakes Co., employees of these concerns 


and a few guests posed for a picture at the summer home of their president, 


John M. Newton. 


pied with various sports. 


The occasion also marked the 25th anniversary of Mr. 
Newton’s association with the parent company. 
Dinner was served over outdoor fires. 


The afternoon was occu- 
Informal 


entertainment and a few short speeches enlivened the evening. 
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A. Stone, 140 Federal St., Boston, is 
secretary. 

Industry relationships looking toward 
a more stable market were discussed at 
the January 6 meeting of the club, with 
President William H. Etzell in the 
chair, and E. T. Rowland, editor of 
Electrical Wholesaling, as guest speaker. 
Methods of attaining more profitable 
distribution were discussed by Mr. Row- 
land, who urged that manufacturers re- 
strict* their distribution to qualified 
wholesalers, and that suitable differen- 
tials be added to all shipments from 
manufacturers’ local stocks. At an 
executive session which followed the 
dinner, proposals previously submitted 
by the Northeastern Electrical Whole- 
salers Association seeking stabilization 
of the Boston market were taken under 
consideration by the manufacturers’ 
men. About 50 manufacturers’ repre- 
sentatives and agents were present. 


Chicago Wholesalers Hosts 
To Manufacturers 


Under the auspices of the Chicago 
Electrical Wholesalers Association, a 
mid-winter dinner and cabaret will be 
held in the Red Lacquer Room of the 
Palmer House, Chicago, on Febru- 
ary 20. 

Manufacturers and their representa- 
tives, including manufacturers’ agents, 
located in the Chicago area have received 
invitations. Headline vaudeville acts, in- 
cluding well-known radio and stage stars 
playing in Chicago that week, are prom- 
ised by the entertainment committee. 

This committee is composed of: Riley 
DeLano, Westinghouse Electric Supply 
Co., chairman; Percy Green, Middle 
States Electric Co.; Sol Mandel, Metro- 
politan Electrical Supply Co. and A. J. 
McGivern, managing director, CEWA. 


Kansas City Association 
Promotes Approved Fuses 


In an effort to overcome the wide- 
spread abuses of “over fusing” and 
“plugged” fuses, with their resultant 
fires and accidents, the Electrical and 
Radio Association of Kansas City in 
cooperation with City Electrician L. J. 
McCormick mailed an appeal to 550 
Kansas City dealers last month urging 
them to sell the public only. approved 
fuses of 15 ampere capacity. Last year 
similar action was taken on approved 
cords. 


Wholesalers to Participate 
In Range Rentals 


Plans are being worked out by the 
Electrical Association of Philadelphia 
whereby dealers will be able to pur- 
chase approved ranges from their 
wholesaler and rent them to customers 
on the same basis as the local utility. 
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—it means a larger 
volume of conduit 
business for 1936 


Conduit business in 1936 will, of course, de- 
pend upon the amount of building or re- 
modeling done. But of that business some 
brands will enjoy greater percentages than 
others. That is why you can profit from a 
larger volume of conduit business in 1936— 
if you stock Electrunite Steeltubes. 


This electrical resistance welded electrical 


; \ \e) (a Ss metallic tubing offers a host of advantages that become real 
e\tU 





selling arguments—advantages that are quickly recognized and 
appreciated by all electrical contractors who once use this mod- 
ern conduit—advantages that result in repeat business on a profitable item. 


S Le 


In addition, Electrunite Steeltubes wholesalers benefit from the advertis- 
ing of this product in leading national trade publications—advertising de- 
signed to bring the story of Electrunite Steeltubes and its profit possibilities 
to electrical contractors, architects and industrial users the country over— 
designed to help move wholesalers’ stocks. 


Let us tell you the experiences of other supply houses that have convinced 
themselves and have profited through the sale of their share of the more than 
100,000,000 feet installed since the introduction of the original Electrunite 
Steeltubes. It costs no more to buy the genuine original Steeltubes than it 
does to buy other brands. Write us if you are interested in wholesaling 
genuine Electrunite Steeltubes, providing you qualify as a legitimate elec- 


Va 4 x Se v. 
“te, No concth oe = 
Tin cindt® trical wholesaler. 





Patent No. 1,962,876 SussioiARY OF 


Electrical Division 


— Steel and Jubes zc. [REPUBLIC] 


WORLD'S LARGEST PRODUCER OF ELECTRICALLY WELDED TUBING 


CuBw VE LAe OR so s.r ORE OC CORPORATION 


When writing Steel and Tubes, Inc. for further information, please address Department EW. 
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Wholesaler Activities 





Tompkins Leaves General Cable, 
Joins Westinghouse Supply 


H. B. Tompkins, general sales man- 
ager of General Cable Corp., has re- 
signed from that position and on January 
1 became associated with Westing- 
house Electric Supply Co. as eastern 
district manager. Mr. Tompkins was 
previously manager of supply sales at 
Bridgeport headquarters of the General 
Electric Supply Corp. In his new posi- 
tion, he will relieve Walter Williamson, 
who, according to General Manager B. 
W. Clark, has done double duty for the 
past two years, and will now be free 
to devote his entire time to his head- 
quarters duties as manager of supply 
sales. 


“Jack” Saladine Opens House 
In Hartford 


J. W. Saladine resigned as sales man- 
ager of the Arrow-Hart & Hegeman 
Electric Co. on January 1 to return to 
the wholesaling field. He is now presi- 
dent of Electrical Supplies, Inc., a new 
wholesaling firm located in a modern 
one-story warehouse at 320 Ann St., 
Hartford. Prior to his connection with 
Arrow-Hart & Hegeman, Saladine was 
for many years manager of Graybar’s 
Hartford branch. 

Other officers of the new concern 
are: J. M. Mullin, treasurer, an asso- 
ciate of Saladine’s at Dartmouth and for 
the past 16 years vice-president of the 
Slingerland Printing Co. of Albany, 
and J. E. Tommasoni, secretary, former 
private secretary to E. R. Grier, chair- 
man of the board of Arrow-Hart & 
Hegeman. “Ernie” Dakin, who has 
covered the Hartford and Springfield 
territories for many years, is heading 
the sales force. 

Lines already secured include Arrow 
wiring devices, Anaconda wire, Colt- 
Noark switches and fuses, Wheeler re- 
flectors, Plymouth tape, Appleton fit- 
tings, Fretz-Moon conduit, Diehl fans 
and Fitzgerald appliances. 


Westinghouse Supply Announces 
Territory Changes 


B. W. Clark, general manager, West- 
inghouse Electric Supply Co., has an- 
nounced the following organization 
changes which became effective Janu- 
ary 1: 

The former Southwestern district has 
been divided. The territory covered by 
the St. Louis, Memphis, Wichita, Tulsa 
and Oklahoma City houses comprises a 
new Midwest district. G. H. Miller, 
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with headquarters at St. Louis, has been 
appointed district manager. 

The new Southwestern district in- 
cludes the territory served by the Dallas, 
Houston, Fort Worth and San Antonio 
houses. R. G. Berle, former Texas 
manager, has been named manager of 
this district, with headquarters at 
Dallas. 

The Northwestern district has been 
divided into two operating groups: 

Territory comprised in the operations 
of the Andrae and Great Northern divi- 
sions, with houses located at Milwaukee, 
Madison, Duluth, St. Paul and Minne- 
apolis, becomes the northern group and 
reports to Henry Czech, present man- 
ager of Andrae division. 

Territory comprising the Varney, Illi- 
nois and Western divisions report di- 
rectly to J. C. Schmidtbauer, who will 
continue to maintain district head- 
quarters at Chicago, where accounting, 
purchase, credit and stock controls will 
continue as before. 


0 
Graybar To Move Newark 
Office On April 1 


A lease for new and larger quarters 
at the corner of Liberty and Hamilton 
Sts. has been negotiated by the Graybar 
Electric Co., Newark. The lease calls 
for occupancy on April 1. Traffic con- 
ditions, together with the need for more 
space and improved facilities for 
handling merchandise has dictated this 
departure from the three-story building 
which the company has occupied at 284 
Halsey St. for the past ten years. 

The new home is in a less congested 
part of the city. It will provide about 
20 per cent more floor area, afford a 
better warehousing layout, offer in- 
creased loading conveniences and make 
possible more spacious and improved 
quarters for offices. 

. 


Nelson Electric Opens Branch 


Another branch of the Nelson Elec- 
tric Supply Co. was opened in Oklahoma 
City last month. W. L. Muir, formerly 
connected with the main house at Tulsa, 
manages this warehouse which is located 
at 22 W. California St. 

A complete stock of wiring supplies 
and appliances are housed in the two- 
story building. This house operates 
under Tulsa. 

a 
Graybar Appoints C. M. Horen 
Cleveland Credit Manager 


Clement M. Horen has been ap- 
pointed credit manager of the Cleve- 
land office of the Graybar Electric Co. 
Mr. Horen, who holds an LL.B. from 
La Salle Extension University, where 


he specialized in higher accounting, 
came with Graybar in 1926. He was 
with the credit dept. of the Chicago 
office until his present appointment. 

Mr. Horen supercedes Wallace E. 
Rice who has retired after 25 years of 
continous service with the company. 
Mr. Rice joined the organization in 
1909 as assistant treasurer of the St. 
Louis office. In 1912 he became head 
of the credit and collection dept. at the 
New York office and in 1920 was made 
credit manager at Cleveland. 


Sands Electric Moves 
To New Quarters 


Due to the needs arising from improved 
business, the Sands Electric Co., Wheel- 
ing, W. Va., has moved from 57 Eigh- 
teenth St. to a two-story building at 50-54 
Eighteenth St. The new quarters are 
directly across the street from the old. 


G. E. Supply Changes 
Sales Districts 


The following changes in sales dis- 
tricts, which became effective Janu- 
ary 1, have been announced by the Gen- 
eral Electric Supply Corp.: 

Newark becomes a main house. Le- 
land Williams has been transferred 
from Bridgeport as district manager. 

The territory covered by the Nash- 
ville, Chattanooga, Knoxville and Mem- 
phis houses now comprises a_ sales 
district, with Nashville as the main 
house and H, A. Pendergraph as dis- 
trict manager. 

Columbus is now a main house, with 
the following personnel: J. T. Dun- 
nick, district manager; A. W. Jones, 
district sales manager (supplies) and 
E. S. Klosterman, district sales man- 
ager (appliances). 

New Orleans also becomes a main 
house. W. B. Stringham is district man- 
ager and M. M. Salzer district sales 
manager (appliances). 

The branch at Rockford, Ill., is now 
a local house. S. E. Smith is local man- 
ager (supplies) and M. C. Larsen local 
operating manager. 

At Bridgeport headquarters, Glen C. 
Wasson has been named manager of re- 
frigeration and range sales and R. J. 
Brown, formerly manager of appliance 
sales, is now manager of home laundry 
equipment and vacuum cleaner sales. 


Sorenson Adds Lines 
For Farm Trade 


H. E. Sorenson Co., appliance and 
radio distributors of Des Moines, ‘an- 
nounce their appointment as Iowa dis- 
tributors for Electrolux gas and kero- 
sene refrigerators, Tappin kerosene 
ranges and Lonergan oil heaters, which 
will be distributed to the farm trade. 
A complete service department is main- 
tained for the company’s dealers. 
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New Orleans House Expands 

Additional warehouse space has been 
acquired by the Lighting Fixture & 
Electric Supply Co., 307 Tchoupitoulas 
St., New Orleans. The new quarters are 
at 416 Gravier St. 


Stern Forms New Company To 
Wholesale Radio Parts 


Francis E. Stern, president of Stern 
& Co., electrical wholesalers of Hart- 
ford, Conn., has formed a new company 
to be known as Stern Wholesale Parts, 
Inc., for the purpose of selling radio 
parts at wholesale, both to the trade 
and to service men. In addition, the 
company will handle a complete line of 
amateur supplies and equipment. 


E. F. Delaney Made Manager 
Of Sager Supply Stores 


Edward F. Delaney, for the past ten 
years manager of the fixture department 
of the Sager Electrical Supply Co., Bos- 
ton, has been appointed assistant man- 
ager of the stores operated by that or- 
ganization in eastern New England. 
His headquarters will be at 201 Con- 
gress St. Harold F. MacNeil, for- 
merly in counter sales work for the 


Voye Electrical Supply Co., and the 
Bay State Electrical Supply Co., Bos- 
ton, has entered the Sager company’s 
counter service at the Congress St. 
Store. 


G. E. Supply Appoints A. H. Kahn 
Chicago District Manager 


J. L. Busey, president, General Elec- 
tric Supply Corp., has announced im- 
portant changes in district office per- 
sonnel which became effective Janu- 
ary 1. 

A. H. Kahn, previously district 
service manager at San Francisco, has 
been transferred to Chicago, as district 
manager. He succeeds A. J. Milling- 
ton, Jr., who becomes district manager 
at Pittsburgh. 

J. P. MclIlhenny, formerly sales man- 
ager of the Elliott-Lewis Electrical Co., 
Philadelphia, ha® been appointed dis- 
trict appliance sales manager at Chi- 
cago. A. H. Luebbe and E. Gallup 
continue as district supply sales man- 
ager and district operating manager, 
respectively. 

At Pittsburgh, W. L. Fader remains 
as district supply sales manager, R. M. 
Davis as district appliance sales man- 
ager and W. W. Satchell as district 
operating manager. 


Westinghouse Branch 
Adds to Personnel 


Several new men have been added to 
the Houston branch of Westinghouse 
Electric Supply Co. T. J. Parton has 
been promoted from the counter to 
city sales. Replacing him is Willie 
Schroeder who formerly worked for 
General Electric Supply Corp. L. W. 
Rittenhouse, an apprentice, is beginning 
his travels through each department. 
C. W. Means is the new service man- 
ager in place of T. O. Flynn, who was 
transferred to Memphis, Tenn. 


Tristate Supply Purchases 
Three-Story Building 


Purchase of the three-story building 
which it now occupies at 38-40 S. Poto- 
mac St., Hagerstown, Md., has been an- 
nounced by the Tristate Electrical Sup- 
ply Co. They have occupied the building 
since November, 1933. 

The property has a frontage of 41 ft. 
and a depth of 240 ft. and includes stor- 
age sheds and garage facilities. 

An improvement of more than 60 per 
cent in volume of business handled dur- 
ing 1935 over 1934 has been reported by 
S. N. Loose, president of the Tristate 
organization. 
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+ At The Main House In Canton, Ohio. 
H. H. Bream, G. M. Nutter, W. H. McFadded, H M. 
J. Lieber, Fred Benskin, 


Lothamer, C. F. Murphy, 


Lieber, M. F. Kriechbaum, R. 
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Left to right: C. B. Lorenz, 


rs 


Ray Schaffer, 
Moock, president; 
Ray Reese and Alois Burkli. 


ad 


\y 


L. 
W. 


R. 
H. 


H. F. Kloha, A. R. Post, 


C. E. Myers, 


Moock Electric Supply Co. Goes on Parade 





+ The Youngstown Organization. 


Fritz, manager. 


Left to right: 
Schuller, A. Luthern, W. E. Dodson, Walter Cook, A. C. 
Kortz, J. H. Burrell, N. H. Zimmer, J. F. Clark and W. J. 


C.J. 


J. F. Clark, KR. M. 


+ Carrying On At Akron. Left to right: George Bellows, 
Lloyd Huprich, Paul Close, H. R. Frazier, M. A. Smith, 


Cochron, A. A. Poche, C. R. Evans and 


the manager, H. M. Comstock. 
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rapher to record the event. 
at French Lick Springs. 
sales representative of I. A. 


Detroit district the 


Corp. 


manager of 


Personals 





GerorGE SuppuTH, who has been cov- 
ering the Capitol and vicinity as an out- 
side salesman for Nathan Goodman Co., 
Washington, is now being initiated as a 
price clerk. Davin A. GoopMAN, vice- 
president of the company has given up his 
pricing work and will solicit new busi- 
ness, 


FRANK WILKINs has been transferred 
from the job of technician at the Fresno, 
Cal., branch of the General Electric Sup- 
ply Corp., to that of general salesman cov- 
ering the Bakersfield territory. VERN 
GaTEs has been transfererd to Fresno 
from San Francisco to serve as counter- 

man. PuRSER JONES has been employed 
as technician to succeed Mr. Wilkins. 


RIcHARD BELL is the new counter man 
with the Belasco Electric Supply Co., 
Chicago. 


E. F. JURGENSEN, formerly appliance 
sales manager for the Cedar Rapids office 
of the Iowa Electric Light & Power Co., 
is now covering southern Iowa for the 
Van Meter Co., Cedar Rapids. C. A. 
ALLISON has been added to the stock room 
force and Miss W. KuTCHERA is a new- 
comer in the accounting department. 


Leo Reep, formerly with F. C. Teal 
Co., is now handling the city territory for 
Fife Electric Supply Co., Detroit. 


CHARLES SCHOLIBO, SIDNEY YODER 
and H. J. CALAHAN are now on the pay- 
roll for Southern Electric Supply Co., 
Houston, Texas. Mr. Scholibo is han- 
dling all lines in the country territory, 
Mr. Yoder has charge of the fixture dept., 
and Mr. Calahan works on the books. 


* Gathered For A Round Of Pre-depression Golf, this 
quartet held up their game long enough for the photog- 
The picture was taken in 1929 
From left to right: E. M. Nelson, 
3Jennett Co., Chicago; A. J. 
Callaway, manager of the Indianapolis branch of the Gray- 
bar Electric Co.; Jim Campbell, Detroit district manager 
of the Westinghouse Electric Supply Co. and Clyde LaMee, 
General 





eraman snaps 


Electric Supply 





+ On The Same Bench, Six Years Later, the same golfing 
foursome lines up for a post-depression round and the cam- 
them 
Campbell and Mr. 
Indianapolis instead of Detroit when the first picture was 
taken, there were no changes in positions. 
may seem, the only noticeable effect of the lean years is the 
change in golfing attire from “knickers” 
parently something beside the red ink business expanded 


again. Except for the fact that Mr. 
LaMee were occupying similar posts in 


Strange as it 


Ap- 


to “longies.” 


during the depression. 


GEORGE ENGELKRANT, for many years 
a salesman for the Franklin Electric Co., 
Philadelphia, is now connected with the 
New York office of the Bussman Mfg. Co. 


RusseELL HuntTIine, formerly with E. 
B. Latham & Co., New York City, has re- 
placed WALTER Kocu as appliance sales 
manager at the General Electric Supply 
Corp., Philadelphia. 


PAUL EtzHorRN and Pat BouLDEN are 
new faces at the Tulsa branch of West- 
inghouse Electric Supply Co. Etzhorn, 
an office man, was transferred from the 
St. Louis house. Boulden, previously was 
employed by General Electric Supply 
Corp. He will handle supplies locally. 


A. G. DEACON is now associated with 
his father, M. W. Deacon, a co-owner 
of the Corpus Christi Electric Co., Cor- 
pus Christi, Texas. The younger Deacon 
will sell in the territory. 


Duptey F. Courier has joined the 
lighting sales department of the Wet- 
more-Savage Electric Supply Co., Bos- 
ton, Mass., following some years’ experi- 
ence with the Boston Edison and South- 
ern California Edison companies. 


Curis Lay and Louts RIEVEs recently 
joined the Electrical Supply Co., New 
Orleans. Mr. Lay formerly operated as 
a contractor-dealer in Homer, La. In his 
new position he sells all lines in southern 
Miss. Mr. Rieves, now spending time in- 
side, will soon be given a territory. He 
formerly had charge of floor sales at 
Mississippi Power & Light Co. 


C. R. Hutt now has charge of mer- 
chandise sales at Graybar’s San Antonio 
branch. He knows the appliance job well 
as he spent some time with a General 
Electric dealer organization in that city. 
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Hers TROTTER is covering northeast- 
ern Nebraska for the Omaha branch of 
the Graybar Electric Co. W. C. DEBoLp 
has been made manager of the merchan- 
dising department. G. E. Moore and 
W. C. WickKHAM are new additions to the 
refrigerator department. 


A. B. WALTERS is now on the sales 
staff of Clark Electrical Supply Co.., 
Tulsa, covering the country territory on 
all lines. Mr. Walters came from Belden 
Electric Co., Joplin, Mo. 


F. P. DonNELL has been promoted by 
Hunzicker Bros., Oklahoma City, from 
shipping clerk to the city desk. 


Bert WILKINSON travels Southern 
Louisiana for Eaco, Inc., New Orleans, 
handling all lines. A new bookkeeper, 


CuiFton DavussatT, is also with this 
wholesaling house. 
R. H. Brinces of Nelson Electric 


Supply Co., Tulsa, has been promoted 
from clerk to office manager. LEwts 
CIHAK is with the firm again as stores 
manager. 


Pau. F. Mui cer has recently been 
added to the territory sales force of Gray- 
bar Electric Co., Oklahoma City. He sells 
both supply and appliance lines. 


C. C. Wimsisu has been transferred 
from the automotive dept. of Interstate 
Electric Co., Shreveport, La., to re- 
frigerator sales. In his new position, Mr. 
Wimbish will contact territory dealers. 


J. T. MALEpDon has been appointed serv- 
ice supervisor at the General Electric 
Supply Corp., Oklahoma City. 


JULIAN A. GREEN returned a short time 
ago to the sales dept. of Interstate Elec- 
tric Co., New Orleans. 
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Westinghouse Observes 
Golden Jubilee 


Celebrating 50 years of electrical 
achievements, employees of the West- 
inghouse Electric & Mfg. Co. at Pitts- 
burgh and Newark, also of its subsidiaries 
and affiliates in 80 foreign countries. 
gathered on January 8 and listened to 
messages broadcast over the company’s 
own short-wave radio transmitter by 
A. W. Robertson, chairman of the board, 
and F. D. Merrick, president of the 
company. 

Pioneering developments of the com- 
pany during the past half century were 
cited by Mr. Robertson. These included 
the first commercial use of alternating 
current, the harnessing of Niagara 
Falls, the first steam turbine built in 
America, and more recent developments 
in surge-proof transformers, radio and 
transportation. 

A few days previously Mr. Robertson 
had announced 1935 earnings of $4.50 
per share on a sales volume of: $122 
million, compared with sales of $92 mil- 
lion the previous year. 

The new Westinghouse line of re- 
frigerators, ranges and water heaters 
for 1936, described as the “Golden 
Jubilee” line, was formally introduced 
at a luncheon held at the Waldorf 
Astoria in New York City on January 
14. A. E. Allen, vice-president in 
charge of merchandising, presided and 
reported that the company’s refrigerator 
sales in 1935 showed a 46 per cent 
gain over 1934 as against a gain for all 
manufacturers of 24 per cent. West- 
inghouse range sales, he _ reported, 
showed a 49 per cent increase over 
1934. 

” 


Hygrade Sylvania Promotes 
Sales Executives 


Extensive changes in the tube renewal 
sales section of the Hygrade Sylvania 
Corp. have been announced by Stanley 
N. Abbott, sales manager of the com- 
pany. 

Paul S. Ellison, in addition to his 
present work as radio tube advertising 


manager, has been made sales super- ° 


visor of the eastern division. He will 
retain headquarters in the New York 
office of the company. R. P. Almy, 
formerly head of the sales department 
in the Emporium, Pa., plant, moves to 
headquarters in the Chicago office as 
sales supervisor of the middle west 
and western sales territories, with the 
exception of the Pacific coast. Charles 
G. Pyle, to whom Mr. Ellison and 
Mr. Almy will report on all sales 
matters, carries the title of assistant 
sales manager. 
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A. L. Milk, assistant advertising 
manager, with headquarters in Empo- 
rium, will not only continue with his 
present responsibilities but will also be 
in charge of all the sales department 
activities formerly directed by Mr. 
Almy. H. G. Kronenwetter becomes a 
member of the advertising department 
directly under Mr. Milk. 


Frank V. Burton Joins 
Stanley & Patterson 


Frank V. Burton has joined the sales 
force of Stanley & Patterson. He will 
be associated with James A. Vaughan 
in the Philadelphia office of the com- 
pany. 

° 


Home Bureau Announced 
By General Electric 


To coordinate more effectively its 
services for the benefit of architects and 
prospective home-builders, the General 
Electric Co, has announced the forma- 
tion of a home bureau. Carl M. Snyder 
has been named manager of the new 
department, which will have its head- 
quarters in the G. E. building in New 
York City. The new bureau will con- 
tinue present activities and enlarge its 








+A Mighty Crop on face and chin, 


but don’t take it seriously. These 
gentlemen are really not as old 
nor as dignified as they look. 


The Golden Jubilee celebration at 
Fresno, Cal., brought out the 
whiskers. By the way, the gentle- 
man on the left is A. D. Bragg, 
resident sales engineer of the Gen- 
eral Electric Co. Frank M. Koch, 
manager of the Fresno branch of 
General Electric Supply Corp., 
stands on the right. 


services to the end that all interested in 
the housing field may be materially 
assisted. 

The new department will furnish an 
advisory and sales service to architects, 
engineers, and others desiring a com- 
plete check of specifications affecting 
adequate wiring and lighting layouts, 
heating and air conditioning, electric 
kitchens, laundries and other general 
divisions represented by the products of 
the company which are manufactured 


for the home. 
® 


Crosley To Market Line Of 


Washers and Ironers 


Production is under way on a new line 
of washers and ironers which the Crosley 
Radio Corp. is putting on the market. 
This is their initial entry into this field 
and follows out their announced inten- 
tion to provide their dealers with a well- 
rounded line of merchandise. . 

Details on the prdéducts are not yet 
available. The new appliances will be 
marketed under the trade name of 
“Savamaid.” They will be under the 
supervision of the new special products 
division of the company. Neil Bauer, 
field sales manager for Crosley, will head 
the new department. 


L. H. McClure Advanced 
By Colt-Noark 


At the recent sales conference of the 
Colt-Noark division of the Colt’s Patent 
Fire Arms Mfg. Co., of Hartford, D. G. 
Phelps, general manager, announced the 
promotion of L. H. McClure to the 
position of Colt-Noark sales manager. 

Graduating from Trinity College in 
1912, Mr. McClure spent several years 
with the Hartford Electric Light Co. 
and the actuarial department of the 
Aetna Life Insurance Co. He has been 
identified with the Colt company since 


1918. 
. 


W. S. Ross & Aage Iversen 


Form Sales Firm 


William S. Ross & Aage Iversen have 
organized a firm of manufacturers’ rep- 
resentatives under the name of Ross & 
Iversen. They will maintain an office 
and warehouse at 71 Murray St., New 


York City. 
6 


National Union Appoints 
Territory Managers : 


F. J. Wessner, general sales manager 
of National Union Radio Corp. has an- 
nounced the appointment of Ross Turner 
as district manager, in charge of sales 
in Texas and Louisiana. Mr. Turner 
will make his headquarters at 512 Medi- 
cal Arts Bldg., Fort Worth. 

Lloyd Marsh has been named regional 
manager for Washington, Oregon, Mon- 
tana and Idaho. 
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Fred C. Ross Retires From 
G. E. Lamp Division 


After 40 years of service with the 
incandescent lamp division of the Gen- 
eral Electric Co. and its predecessor, 
the Edison Lamp Works, Fred C. Ross 
retired on January 1. A testimonial 
dinner was tendered Mr. Ross at the 
Centerville Inn on January 9 by his 
associates in the New Haven office of 
the General Electric Co. and by repre- 
sentatives of the lamp division from 
New York. The toastmaster was Don 
Jennings, another G. E. veteran in the 
Connecticut territory. 


J. K. Munger Transferred 
By Waters-Genter 


J. K. Munger, who has been in charge 
of the territory made up of Michigan, 
Indiana, Ohio, Kentucky and western 
Pennsylvania, for the Waters-Genter 
div. of the McGraw Electric Co., 
Minneapolis, has been transferred to 
the Middle-Atlantic seaboard territory. 
He will make his headquarters in 
Philadelphia. J. P. Bosk, formerly with 
the General Electric Co., and more re- 
cently sales manager of the South Bend 
Electric Co., will take over 
Munger’s old territory. His 
quarters will be in Detroit. 


head- 


R. R. Davis Made Advertising 
Manager of Westinghouse 


R. R. Davis, assistant manager of the 
advertising dept. of Westinghouse Elec- 
tric & Mfg. Co., E. Pittsburgh, Pa., has 
been made manager of the dept., suc- 


ceeding Ralph Leavenworth. Mr. 
Leavenworth has joined Fuller & Smith 
& Ross, Cleveland, the advertising 


agency which handles the Westinghouse 


account. 
. 


Signal Names W. J. Goggin 
To Cover N. Y. State 


Walter J. Goggin, 376 W. Water St., 
Syracuse, N. Y., has been appointed as 
New York state representative for the 
Signal Electric Mfg. Co., Menominee, 
Mich. Mr. Goggin, who has had many 
years’ experience as a manufacturer’s 
agent, will cover all of New York state, 
with the exception of New York City, 
for Signal products. 


Hotpoint Announces District 
Refrigerator Men 


Eight district representatives have 
been named by the Hotpoint refrigerator 
division of General Electric Co. to 
assist the sales organization, according 
to an announcement by Harry C. Mealey, 
division manager. 

The appointments and their respective 
headquarters are: F. L. Sacha, Atlanta; 
W. L. Sayre, New York City; E. F. 


Mr. ° 





+ An Even Half-Dozen citizens of Wheeling, W. Va., “happen” to be stand- 


ing in front of Sands Electric Co. 


employed there. 


We might add that these citizens are 


Further, it should be mentioned that they are an aggressive 


group. From the left, Henry Schomber, stock clerk; R. J. Toomey, sales; 
Miss Martha Sigenthaler, bookkeeper; William Burkle, counter man; John 
Hack, price clerk, and J. E. Rehm, manager. 





Morford, Cleveland; H. G. Wilds, Phila- 
delphia; E. H. Bryant, Chicago; Lee 
McLeod, Dallas; S. C. Griswold, Kan- 
sas City, and A. A. Nerling, San Fran- 
cisco. 

@ 


Thomas Joins Wabash Appliance 


George N. Thomas has joined the in- 
candescent lamp department of the 
Wabash Appliance Corp. as_ special 
sales representative. He was formerly 
Buffalo branch manager for the Nine- 
teen Hundred Washer Co. and the 
Eureka Cleaner Co. He came to the 
Wabash organization from the Hygrade- 
Sylvania Corp. 

_ 


R. D. Walker Named Head Of 
Electric Range Co. 


Richard D. Walker has been elected 
president of the Walker & Pratt Mfg. 
Co., Boston, succeeding the late Arthur 
W. Walker. He will also continue as 
treasurer. Albert L. Smith, widely 
known in the electric range field, and 
sales manager of the company for about 
15 years, has been elected a vice-presi- 
dent, and Fred D. Shaw, who has been 
superintendent at the company’s factory, 
has been made vice-president in charge 
of plant. 

+ 


S. A. Rhodes To Represent 
Allen-Bradley Co. 


‘S. A. Rhodes, 2015 Main St., Crom- 
well, Conn., has been appointed repre- 
sentative of the Allen-Bradley Co., Mil- 
waukee, manufacturers of motor-control 
equipment. He will handle the Con- 
necticut territory, replacing R. B. Soder- 
berg of Hartford. 

The company has moved their sales 
office in Grand Rapids, Mich., to 410 
Housman Bldg. 
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Household Utilities Appoints 
Sales Executives 


Howard J. Shartle has been made 
general sales manager of the General 
Household Utilities Co., according to an 
announcement by William C. Grunow, 
president of the company. Mr. Shartle 
was at one time president and general 
manager of the Cleveland Talking Ma- 
chine Co. Before coming to Household, 
he was serving as a business counselor 
in Cleveland. 

Otto H. Bowman, whose appointment 
as assistant sales manager was also an- 
nounced, has been associated with Mr. 
Grunow since 1919. He also served as 
the head of the Janney-Bowman Co. in 
Detroit. 


Hygrade-Sylvania To Build 
New Tube Plant In Salem 


W. E. Poor, vice-president, Hygrade- 
Sylvania Corp., Salem, Mass., an- 
nounces that work will start immedi- 
ately on a new factory for the manu- 
facture of radio tubes which should be 
ready for occupancy early in the 
summer. 

The new building, which will provide 
91,500 square feet of floor space, will 
be located on-a 27 acre tract on Lor- 
ing Ave. in South Salem. 

The incandescent lamp factories at 
Salem, Mass., and St. Mary’s, Pa., also 
the radio tube factory at Emporium, 
Pa., will continue operations as here- 
tofore. 


Anaconda Transfers Hogan 


Paul Hogan, Jr., who has been con- 
nected with the New Orleans office of 
Anaconda Wire & Cable Co. for the 
past year, has been transferred to the 
Washington, D. C., office of that firm. 
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Range With Simmer Units 


Equipped with the “economizer” speed 
unit, this line of electric ranges provides 
simmer heat for surface cooking. This 
unit is said to cut monthly electric cook- 
ing costs about 18 per cent. A large and 
small oven operate independently of each 
other. Convenient signalling device marks 
a predetermined time for surface cooking 
operations. Oven lights glow brightly 
when oven doors are opened. Warming 
compartment provides temperature con- 
trol as low as 150 degrees. Clock is 
lighted by swinging platform lights which 
also swing over cooking food when de- 
sired. Swinging light shades are equipped 
with appliance receptacles, one always 
“live’ and the other automatically con- 
trolled by the clock. Cooking surfaces 
are acid-resisting. Westinghouse Elec- 
tric & Mfg. Co., E. Pittsburgh, Pa.— 
Electrical Wholesaling, February, 1936. 


Two-Band Metal Tube Radio 


Employing all metal tubes, this two- 
band superheterodyne employs only five 





tubes but gives seven tube performance, 
according to the manufacturer. This is 
accomplished by a special circuit arrange- 
ment, which combines the oscillator and 
converter into one tube and the dial de- 
tector and audio amplifier into one tube. 
Set covers standard and police broad- 
casts from 540-1,710 kc. and foreign and 
police broadcasts from 2,350-7,500 kc. 
Equipped with an illuminated, full-vision, 
airplane type dial; tone control; auto- 
matic volume control and full floating, 
moving coil, electro-dynamic speaker. 
Crosley Radio Corp., Cincinnati, Ohio.— 
Electrical Wholesaling, February, 1936. 
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Electric Hand Lantern 


With a reduction of two pounds in 
weight and of 33 per cent in size, this 
“Twin-Six” hand lantern with general 
utility battery is designed especially for 
sport and farm use. Switch is located on 
the handle of the lantern for convenient 
operation by one hand only. Focusing is 
made possible by a special adjustment 
without removing the glass lens. The 
three-volt battery has only two connec- 
tions, making replacement easy. It is the 
full electrical equivalent of two, old-type, 





No. 6 cells. Leakproof and moisture- 
proof. Burgess Battery Co., Freeport, 
I1l.—Electrical Wholesaling, February, 
1936. 


Industrial Lighting Unit 


For use with 400 watt high intensity 
mercury vapor lamp or 750-1500 watt in- 
candescent lamp, this industrial lighting 
unit, No. 1590, is for high bay interiors. 
The “X-Ray,” silver-mirrored reflector 
is encased in a ventilated, aluminum hous- 
ing, finished in natural aluminum. Diam- 
eter of unit, 214 in.; height, 21 in. Socket 
adjustment on threaded pipe provides 
proper light control for each interior. 
Puts adequate light on the working plane, 
despite the high mounting of the unit. 
Satisfies the requirement of average high 
bay interiors for lighting units that pro- 
vide high intensity illumination on both 
horizontal and vertical surfaces. Curtis 





Lighting, Inc., 1123 W. Jackson Blvd., 
Chicago, Ill. — Electrical Wholesaling, 
February, 1936. 





Electric Steam Iron 


Equipped with an internal thermostat, 


‘ this electric steam iron is fully automatic. 


A simple, bakelite lever switch assures any 
degree of heat at all times. Valves are 
arranged to prevent leakage. Steam out- 
lets are in front only and the heat is con- 
centrated in the rear. This permits steam- 
ing and drying in one operation. Patented 
internal arrangement assures proper steam 
consistency. Easy, finger-tip steam con- 
trol allows change of steam flow to meet 
all requirements. Chromium-plated sur- 
face prevents rust. Stream-lined. Auto- 
mat Steam Products Co., 850 Sixth Ave., 
New York City.—Electrical Wholesaling, 
February, 1936. 


Portable Humidifier 


Entirely automatic in operation, this 
portable, electric humidifier provides fil- 
tered, washed, circulated air for home or 
office. Unit has a self-contained electric 

















heating element which changes the water 
into a vapor and thereby actually circu- 
lates steamed moisture. Air is drawn 
through a filter, which removes all par- 
ticles of dirt. Then air is mixed and 
practically washed in the vapor-filled 
housing. As the air soaks up the mois- 
ture, it is thoroughly circulated through- 
out the room by a fan. Will evaporate 
and circulate over 14 pints of water every 
hour. Automatic shut-off switch operates 
when water is exhausted. Made of cop- 
per. Designed for 110 volts, a.c., 60 cycle. 
Lists at $39.75. Hexcel Radiator Co., 
Racine, Wis.—Electrical Wholesaling, 
February, 1936. 
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Four Shaft Motor 


With overall dimensions of only 44%4x- 
4%x5 in. this a.c. motor is equipped 
with four shafts-fast rotary, 56 r.p.m.; 
oscillating, 70 degrees; slow rotary, 6 
r.p.m.; indexing, 60 degrees. Provided 
with heavy-cut steel gearing throughout, 
insuring long life, silence and accuracy. 
Accurately machined “Geneva” motion 
gives a six-station index timed to stand 
still three seconds while moving one. 
Cooling fan circulates air through the 
motor and regulates the temperature so 
that it may be used under extreme con- 





ditions of heat. Designed especially for 
laboratory testing. Device permits user 
to attach mercury switch for all start and 
stop tests of electrical equipment; obtain 
constant rotary, intermittent or tilting 
motions; eliminate the expense of make- 
shift gear reductions; rig up for mixing 
compounds and solutions. A. G. Redmond 
Co., Flint, Mich.—Electrical Wholesal- 
ing, February, 1936. 


Single-Phase Motor 


Developed to meet the demand for a 
single-phase motor with a smooth torque- 
speed curve, the efficient starting features 
of the repulsion motor, and the approxi- 
mately constant-speed load operation of 
the induction motor, this “SR” single- 





phase motor is available in the following 
ratings: 1, 1%, 2, and 3 hp. Has an 
armature with both a squirrel-cage wind- 
ing and a repulsion or commuted wind- 
ing. Both windings operate as such at 
all times. Commutator of the repulsion 
winding is not short circuited as the 
motor attains speed and the squirrel cage 
is not opened at slow or starting speeds. 
Starting action is smooth and steady— 
comparable to that of a polyphase motor. 
Starting commutation is good; there is no 
heavy sparking with resultant pitting of 
the commutator, Maintains its initial 
starting torque steadily and evenly. Ideally 
suited for such application as air com- 
pressors, commercial refrigerators, pumps, 
grinders, choppers, mixers and other de- 
vices which may offer a heavy starting 
load or in which starting is greatly pro- 
longed because- of excessive friction. 
Emerson Electric Mfg. Co., St. Louis, 
Mo.—Electrical Wholesaling, February, 
1936. 





China Ensemble 


Made of vitrified china, this toaster and 
percolator are part of a line of appli- 
ances made to match in material and de- 
sign. The appliances are finished with a 
basket weave effect. They are decorated 
with a floral motif. The line also in- 
cludes a sandwich toaster and grill, a 
drip coffee maker, the spigot type of 
percolater and a waffle iron. Porcelier 





Mfg. Co., Greensburg, Pa.—Electrical 
Wholesaling, February, 1936. 


Mercury Vapor Lamp Transformer 


Designed for operating the mercury 
vapor lamp, this line of transformers and 
reactors provides four distinct styles. 
Enclosed types include indoor wall 
mounted styles, indoor suspension or fix- 
ture type and weatherproof type. The 
same units can be obtained in core and 
coil styles, without enclosures. Wall style 
provides snap-on, self-locking type, plug 
and jack connections which provide quick 
change of primary tap to match the volt- 
age of the power supply line. Change 
from one primary tap to another is accom- 
plished in a few seconds’ time without the 
aid of tools. Jefferson Electric Co., Bell- 





wood, Ill—Electrical Wholesaling, Feb- 
ruary, 1936. 
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“Three-Oven” Range 


Equipped with a “Tripl-Oven,” this 
“Speedster” electric range is designed for 
the mass market. The pastry oven is 
said to give from 25 to 30 per cent greater 
baking speeds with 45 per cent less cur- 
rent. Broiler is “super-fast” with 2,400 
or 3,600 watts and is equipped with smoke- 
less broiling pan. Roasting oven has five 
per cent greater capacity than the stand- 
ard 16 in. oven. Other features include: 
sliding oven shelves with safety stop at 
rear; new, smooth-top, six quart “thrift” 
cooker; automatic temperature control 








with pilot light; new type storage com- 
partment; appliance outlet ; modern table- 
top styling. All-porcelain finish with 
black and chrome trim. Range occupies 
floor space of 36x23 in. Overall height 
is 40% in. General Electric Co., Spe- 
cialty Appliance Sales Div., Nela Park, 
Cleveland, Ohio.—Electrical Wholesaling, 
February, 1936. 


Quiet Oscillating Fan 


Equipped with a new quiet-type blade, 
this fan delivers a large volume of air 
at high velocity without air hum. Pow- 





erful induction motor is built for life- 
time service. Oscillating mechanism is 
sturdy and operates smoothly. Can be 
changed instantly for non-oscillating 
operation by the thumb nut on the gear 
box. Finished in two-tone effect, glossy 
black and silver bronze, with bright 
plated guard. Guaranteed for five years. 
Designed for beauty without sacrifice of 
fundamental mechanical principles. Oper- 
ates on 60 cycles a.c. at a speed of 1,575 
r.p.m. and delivers 625 cu.ft. of air per 
minute. Manufacturers claim that it is 
good for a lifetime of ordinary service. 
Lists at $14.45. Robbins & Myers, Inc., 
Springfield, Ohio.—Electrical Wholesal- 
ing, February, 1936. 
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Commercial Fixture 


Styled to blend harmoniously with all 
types of decorations and furnishings, this 
“Silvurn” luminaire is designed for 


— 








stores, offices, restaurants and all gen- 
eral commercial applications. Made for 
use with 300-500 ‘watt inside frosted 
lamps. Approximate overall length is 
39 in.; basin diameter, 18 in.; basin depth, 
82 in. Basin is drawn from No. 16 
gauge, special etching grade aluminum 
sheet. Outside finish is Alzaked satin 
aluminum with a highly polished band. 
Inside or reflecting surface is a perfect 
matt finish to provide a wide coverage of 
light on the ceiling. Reflecting surface is 
also Alzaked for greater permanence and 
to simplify cleaning. Canopy is drawn 
from No. 18 B. & S. gauge, aluminum 
sheet. Stem is made from 4 in. diameter, 
No. 16, plus seamless drawn etching 
grade aluminum tubing. Westinghouse 
Electric & Mfg. Co., East Pittsburgh, 
—— Wholesaling, February, 
1936. 


Manually Operated Switch 


This compact and simple combination 
control device, known as “Protectit,” 
functions as a manually operable switch 
with automatic current overload protec- 
tion. Enclosed in a durable “Coltrock” 
casing, it is adapted for mounting on the 
cover plate of an outlet box or directly 
on a wall or appliance. Casing is only 
3% in. long, 1% in. wide and 1% in. 
deep. Has a maximum voltage rating of 





250 volts a.c., or d.c., in any of its ampere 
ratings. Maximum horsepower rating is 
1. Operating mechanism of this device 
is substantial and unusually simple. A 
bimetallic strip, serving as a mechanical 
latch, connects the switching member and 
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its movable contacts with the handle. 
Overheating of the strip by the passage 
of an electrical overload through it, causes 
it to bend sufficiently to release the 
switching member thereby breaking the 
circuit. Though entirely “handle free,” 
the unit also embodies automatic “handle 
return.” Two types are available. Type 
“BH” makes use of interchangeable 
heater elements and Type “B” has a fixed 
ampere rating and can not be changed. 
Colt’s Patent Fire Arms Mfg. Co., Hart- 
ford, Conn.—Electrical Wholesaling, Feb- 
ruary, 1936. 


Air Circulator 


With a new patented blade tip, the 
manufacturers claim that this air circu- 
lator uses less current, increases air de- 
livery and cuts down noise due to air 
whip. It has an effect similar to that of 
the venturi ring, which has been used on 
exhaust fans with substantial increases of 
efficiency. Full blade area of the fan is 
used in delivering air. Available in floor, 
wall, ceiling and bench models and in 20, 
24 and 26 in. sizes. Equipped with spe- 
cial fan duty motors, which are designed 
especially to fit the output of each blade. 
Blades are cast from aluminum and are 





highly polished. Guards, motor and base 
are finished in durable black enamel. 
Fans are equipped with a swivel and 
hinge joint for adjusting the direction 
of air flow. Robbins & Myers, Inc., 
Springfield, Ohio.—Electrical Wholesal- 
ing, February, 1936. 


Mercury Fuse 


Entirely mechanical in operation, this 
“Ever-Nu” self-renewing mercury fuse 
can be used wherever a standard fuse is 
in service. When fuse blows, a snap of 
the wrist fits it for service again. This 
motion resets the globule of 
mercury which is part of the 
integral construction of the 
fuse. Mercury is confined 
in an air-tight chamber. 
When fuse is blown, mer- 
cury is displaced and the 
snap of the wrist renews the 
fuse by placing the mercury 
in contact position again. Available in 15, 
20, 25 and 30 amp. sizes. Does not carry 
the Underwriters’ label at present. Ever- 
Nu Fuse Co., 919 N. Latrobe Ave., Chi- 
cago, Ill—Electrical Wholesaling, Febru- 
ary, 1936. 





Night Light 


With a rated life of 2,000 hours at 
118 volts, this seven watt Mazda lamp 
is designed to provide convenience and 
increased safety in the home by a soft 





glow of light near the floor. A candelabra 
base permits its use in the majority of 
baseboard units now on the market. 
Available in either a clear or blue- 
coated C-7 bulb. Clear bulb design is 
recommended for safety lighting purposes 
at those places where people are most 
likely to slip and fall. The blue-coated 
bulb, which produces a light of moonlight 
color and intensity, is available where 
adjustable shades of baseboard units will 
not reduce the glow of a clear bulb lamp 
without removing too much of the useful 
illumination. Westinghouse Lamp Co., 
Bloomfield, N. J.—Electrical Wholesal- 
ing, February, 1936. 


Photoelectric Lighting Relay 


Designated as the CR-7505-H6, this 
Novalux photoelectric relay for control 
of outdoor lighting features independent 
“on” and “off” adjustments. May be set 
to turn on or turn off at any daylight 
intensity within its working range, each 
adjustment being independent of and 
separate from the other. In this manner, 
the relay can be set to switch off at a 
lower intensity in the morning than that 
at which it turns on in the evening. This 
independent adjustment is accomplished 
by means of two potentiometers and a 
time switch. The time switch does not 
control switching, but does transfer con- 
trol from one potentiometer to the other 
at approximately noon and midnight. Re- 
lay can be set to operate, either for turn- 














ing on or turning off, at any intensity 
between one-tenth and ten footcandles. 
Two phototubes in parallel behind a 
larger window, instead of just one photo- 
tube, provide this extended sensitivity 
range. General Electric Co., Schenec- 
tady, N. Y. — Electrical Wholesaling, 
February, 1936. 
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Build added 


Business... 


Order your auxiliary devices which were 
designed especially for this lamp from the 
General Electric Vapor Lamp Company. 
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Industry’s 


Add to your profits with the most efficient light in 
industry ...the General Electric High Intensity Mer- 
cury Vapor Lamp. This lamp provides 16,000 lumens 
at 400 watts, which is double the output of any other 
commercial lamp with no increase in wattage or cur- 
rent costs. Your customers will gain the inherent 
advantages of mercury vapor light and you will gain 
added profits, besides providing 40 lumens per watt. 
This light gives them the convenience of a standard 
Mogul screw base for vertical mounting, either base- 
down or base-up. 

The General Electric High Intensity Mercury 
Vapor Lamp is equally efficient on either 110- or 220- 
volt, 60 cycle circuits. It has a rated average life of 
2000 hours. The lamp is designed to be used with 
special General Electric ballast equipment, and there 
are many approved luminaires available which assure 
proper distribution of this light. 

Build your business by handling a complete lighting 
source. Write for details on this light and its possi- 
bilities. Address the General Electric Vapor Lamp 
Company, 891 Adams Street, Hoboken, New Jersey. 


GENERAL @ ELECTRIC 
VAPOR LAMP COMPANY 


Most Efficient 


45 




















Radio Metal Tube 


With a special construction employing 
the “Coronet” seal, the manufacturer 
claims that this line of ‘metal tubes for 
radio provides a material reduction of the 
input and output capacities and makes 
possible unformity in inter-element capac- 
ities. A special process has been devel- 
oped to permit proper bombardment of 
the inner elements to the temperature 
necessary to dispense with residual gas 
troubles. According to the manufac- 
turer, the seal also precludes the possi- 
bility of shorts between wires and ground. 
Further features claimed for this line are 
more dependable vacuum than the original 
metal tube; lower operating temperatures, 
permitting closer arrangement of chassis 





components and rugged structure elimin- 
ating metallic sleighbells and resulting in 
quiet operation. Arcturus Radio Tube Co., 
Newark, N. J.—Electrical Wholesaling, 
February, 1936. 


Vapor-Proof Lamp Guard 


Constructed so as to seal the connections 
and lamp air-tight, this vapor-proof lamp 
guard, No. 3000, is designed for use where 
inflammable gases, vapors and materials 
are present. Packing gland assembly as- 
sures a perfect seal at the han- 
dle end and also serves to pre- 
vent any strain on socket ter- 
minal screws. Socket is specially 
designed and is made with a 
heat - resisting composition 
body. Has spring contact con- 
nections. Heavy-threaded glass 
globe protects the lamp, being 
screwed into a specially pre- 
pared rubber gasket embedded 
in the handle. Handle is fin- 
ished smooth, with black rub- 
berized enamel. Side wires 
and rings have a heavy tinned 
finish. Unit is designed to take 
the A-19 rough service, 50 
watt lamp developed especially for porta- 
ble guard uses. Regular 40 watt mazda 
lamp may be used. McGill Mfg. Co., 
Valparaiso, Ind.—Electrical Wholesaling, 
February, 1936. 





Air Conditioning Unit 


With an efficiency of over 80 per cent, 
this air heating and conditioning unit is 
said to deliver from 75 to 200 per cent 
more heat from the satne fire than old- 
fashioned furnaces and boilers. It has 41 
ft. of heat traveling surface. Full volume 
of heat is delivered within five minutes of 
starting in the morning. It incurporates 
the “Whirlator” oil burner, so called be- 
cause of the manner in which the blast 
tube is rifled to secure progressive rota- 
tion of air for efficient atomization. 
Heated air is fan-driven. Air in the 
home is cleaned six times every hour. 
During summer months, unit stimulates 
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air circulation and can be used ‘to induce 
night cooling with day re-circulation. Ad- 
justable hot water heater is included in 
the unit. Norge Div., Borg-Warner Corp., 
Detroit, Mich—Electrical Wholesaling, 
February, 1936. 





Electrolytic Condenser 


Combining compactness and _ utility, 
these midget electrolytic condensers are 
available in double and triple sections. 
They provide entirely separate and dis- 
tinct sections in a single 
cardboard container, with 
individual positive and 
negative flexible leads for 
each section. Double sec- 
tion units are available in 
250 and 525 volt peak rat- 
ings, in combinations of 
4-4 to 8-16 mfd. Triple 
section unit is offered in 
single 8-8-8 mfd. Heavy 
cardboard cases, thorough 
impregnation, positive 
sealing and handy mount- 
ing flanges are all fea- 
tures of this equipment. Aerovox Corp., 
70-82 Washington St., Brooklyn, N. Y.— 
Electrical Wholesaling, February, 1936. 





Photometric Battery Tester 


Utilizing a photometric method of indi- 
cating cell condition, this “Tungar” bat- 
tery tester features a system of simpli- 
fied “readings” easily understood by the 
average car owner. Affording simul- 
taneous testing, in less than 60 seconds, of 
both the battery’s capacity and the condi- 
tion of its cells, the equipment can also 
be used to determine the working capacity 
of an old battery in terms of the number 
of plates of an equivalent “good” battery. 
Two meters are employed. One is used 
for the capacity test. The second depicts 





cell condition photometrically. General 
Electric Co., Appliance & Merchandise 
Dept., Bridgeport, Conn. — Electrical 
Wholesaling, February, 1936. 


Resonance Indicator 


Making use of the 6E5 electron-eye 
tube, this compact, metal-cased, resonance 
indicator serves many important func- 
tions. It indicates degree of resonance 
for accurate tuning of set or individual 
r.f. and if. circuits. Provides ideal means 
of aligning stages. May be used as out- 
put meter. Checks for “opens” or “shorts” 
in component parts and circuits. Permits 
of matching condensers and_ indicates 
capacity values. Checks audio fidelity. 
As a bridge indicator, in place of galvano- 
meter, it eliminates danger of burnouts 
yet provides critical visual indication. 


Luminous disk with variable dark seg- 
ment, provided by 6E5 electron-eye tube, 
i through recessed 


is seen shadow-box 





opening in upper part of engraved face 
plate. Below is knob controlling sensi- 
tivity. Technical Appliance Corp., 17 E. 
16th St., New York City.—Electrical 
Wholesaling, February, 1936. 


Auto Radio Metal Tube 


Suitable for auto radio 
service, this metal tube 
rectifier, known as 6X5 
is similar in character- 
istics and applications 
to the glass tube rectifier, 
type 84. Tube is en- 
closed in a metal shell of 
the same size as the man- 
ufacturer’s 5Z4 and 6F6. 
May also be used for 
compact a.c. operated 
receivers, where the rec- 
tified current drain does 
not exceed the maximum 
output current rating of 
the tube. This is the 11th 
type in the manufac- 
turer’s metal tube group. Hygrade Syl- 
vania Corp., Salem, Mass.—Electrical 
Wholesaling, February, 1936. 





Display Case Light 


Adaptable to all open-shelf displays of 
merchandise, these display case lights are 
particularly suitable for 
liquor. stores, drug 
stores, department stores, 
grocery stores and mar- 
kets. Reflector is con- 
structed of pure sheet 
aluminum with a polished 
aluminum cap, _ chro- 
mium rod and red lac- 
quered outlet box. Made 
in two sizes: 9% in. 
diameter and 7 in. diam- 
eter. Larger light uses 
a 200 watt lamp; smaller, 
a 100 watt lamp. S. & 
M. Lamp Co., Los An- 
geles, Cal. — Electrical J 
Wholesaling, February, 
1936. 
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Three Wire Receptacle 


Mounted on a 4-in. cadmium plated box 
cover, this 15 amp. receptacle is for use 
with three wire caps Nos. 9110, 9111 and 
9112. Also available in 10 amp., 250 





BRYANT © 






volts. Has a composition body. May 
also be furnished with grounding terminal 
connected to the yoke. These three wire 
devices are designed for use in installa- 
tions of portable neon signs and with ap- 
pliances and equipment which require pro- 
vision for grounding. Bryant Electric 
Co., Bridgeport, Conn.—Electrical Whole- 
saling, February, 1936. 


Mercury Lamp Transformer 


This illustration was omitted from the 
descriptive material covering these mer- 
cury-vapor lamp transformers, which ap- 
peared in the December issue of Elec- 









HOOD TYPE 
FIXTURE 











trical Wholesaling. It shows the posi- 
tion of this transformer between the out- 
let box and the fixture and indicates the 
hood type of reflector for which it is de- 
signed. American Transformer Co., 
Newark, N. J.—Electrical Wholesaling, 
February, 1936. 


Black-Link Plug Fuse 


Designed to make the finding of blown 
fuses easy, this “Blac-Link” plug fuse 
has an interior finished in white. The 





links are black and thus stand out in bold 
relief. A break in the link is quickly ap- 
parent without removing the fuse from 
the socket. Approved by Underwriters’ 
Laboratories. Chase-Shawmut Co., New- 
buryport, Mass.—Electrical Wholesaling, 
February, 1936. 
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ELECTRICTUBE 
WIRES PULL 
EASIER... - 


Clayton Mark & Company has 
developed a = special basic 
enamel with which the interior 
surface of ““ELECTRICTUBE”’ is 
coated and then baked in mod 
ern evenly heated ovens to exact 
temperature This new interior 
finish insures extreme ease in 
pulling wires Numerous tests 
prove this properly finished 
smooth interior surface offers the 
least frictional resistance. This 
special enamel will not soften 
under any working temperature 
and will not flake ols raalte) even 
under most extreme bends. Try 
this modern electro galvanized 
thin wall conduit and be con 
vinced by actual experience that 


this is NEWS 


CLAYTON MARK 
& CO. 


OPERA BUILDING 
ike Venema s 




















FROM WIREMOLD 


“THE BUSINESS BOOSTER FOR CONTRACTORS!” 


THE WIREMOLD COMPANY HARTFORD, CONN., U.S. A. 





. 4 ® 4 





Now we deal you the winning hands 


WWiremorD 


4 ACE COMBINATION 













(A 
a ‘ 
Multi Window Cove & Lumiline 
Plug-in Lighting Panel Lamp 
Strip Strip Strip Strip 
v a 4 
z. v v 











One strip that has everything—does 
everything—sells everybody! 


Provides for really PRACTICAL 
CONTINUOUS OUTLETS ( ®g7 3 inches ) 


using solid, sturdy STANDARD Wiremold re- 


ceptacles—durable and Jasting/ 


Makes it easy to modernize 
WINDOW & STORE LIGHTING 


—‘“novel effects at small cost!” 





' Provides a great variety of inexpensive 
1 COVE and PANEL COMBINATIONS 


—easy to sell and install. 





LUMILINE LAMPS— 


and multiplies their usefulness. 


| Greatly simplifies the installation of 
) 


fry ERE, at last, is a plug-in and light strip which encourages new 

business and then makes that business profitable to the con- 
tractor—because it can either be assembled in his shop and then 
taken to the job all ready to install, or else quickly assembled on the 
job. (In both cases ALL of the work is done by the contractor’s 
OWN workmen.) Send for special folder. 


““Wiremold HELPS the Contractor!’’ 
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Obituary 






Robert Edwards 


Robert Edwards, president of Ed- 
wards & Co., New York City, died on 
December 27 after a short illness. He 
was 63 years old. 

Mr. Edwards joined the company 
founded by his father in 1912, succeed- 
ing to the latter’s titles of president and 
treasurer. He brought with him a 
background of 20 years in the electrical 
field, most of it with the wholesaling 
branch of the industry. 

His first job was with the Electric 
Supply Co. of Chicago. After a short 
stay there, he joined forces with the 
Central Electric Co. of the same city, 
traveling for them in three states. 
Upon his return East, he became asso- 
ciated with his father’s business but 
soon left to become city sales manager 
with the Western Electric Co. in New 
York City. After nine years in this 
post, he went to Canada, where he or- 
ganized the supply department of the 
Northern Electric Co., with the title of 
general supply sales manager. 

In recent years, Mr. Edwards has 
taken an active part in the affairs of 
NEMA. Building up better industry 
relations has been one of his chief in- 
terests. When the NRA codes were in 
effect, he was the supervisory agency 
for the installation division section. 


Arthur W. Walker 


Arthur Willis Walker, president of 
the Walker & Pratt Mfg. Co., Boston, 
and one of the best known stove manu- 
facturers in the East, died at his home 
in Malden, Mass., on Jan. 4 at the age 
of 74. He was born in Boston; educated 
at the Massachusetts Institute of Tech- 
nology, and was connected with Walker 
& Pratt throughout his entire business 








During a Noon Lull in business, 
H. E. Russell finds time for a little 
desk work in the display room of 
E. B. Latham & Co., Newark, N. J. 
Mr. Russell is assistant to R. F. 





Downing, manager of the branch. 
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+ Time Out, before the next drive, 
while Charles McKew Parr, presi- 
dent of the Parr Electric Co., 
Brooklyn, stands before the camera. « 





career, holding the treasurership of the 
organization prior to becoming its chief 
executive. He was a past-president of 
the American Foundrymen’s Associa- 
tion, and brought to the electric range 
field the wide experience of a maker of 
domestic cooking equipment of varied 
design and application. He was also 
past-president of the New England 
Stove Association. 


Neil T. Ronan 


Neil JZ. Ronan, vice-president and 
manager of sales of the Tri-State Electric 
Co., Sioux Falls, S. Dakota, died recently 
after a brief illness. He was 48 years old. 

Mr. Ronan was born in Lewiston, 
Minn., on Dec. 14, 1887. He spent his 
early boyhood in Lewiston but by the time 
he reached high school age, he had moved 
to Winona, where he completed his high 
school education. He moved on to the 
University of Minnesota and then to Pur- 
due, where he received his degree from 
the college of electrical engineering. 

He received his early business training 
with the Western Electric Co. After a 
few years there, he joined the General | 
Electric organization and remained there 
until the war claimed his attention. 

Upon his return from military duty, he 
again took up his work with General 





Electric. He left that organization in 
1922 to take a position with Tri-State 
as sales manager. In January, 1925, he 
was elected secretary of the company and 
in 1931, he was made vice-president, the 
position he held at the time of his death. 


William Greenfield 


William Greenfield, president of Al-| 
lied Industries, Inc., died in San Fran- | 
cisco recently. Mr. Greenfield had been 
with the company since 1919, having 
previously been Pacific Coast manager 
of the Johns-Manville Co. for several 
years. Under his direction the Allied 
Industries, Inc., manufacturers’ repre- 
sentatives, expanded to establish offices 
and warehouses in Portland, Seattle and 
Los Angeles as well as San Francisco. 

Mr. Greenfield was a native of Wood- 
burn, Ia., and was active in industry 





affairs throughout his life. 











SILENT BLADE FANS 


A smart-looking fan line not only appealing in 
design but more serviceable than ever. . . as 
free from noise as modern engineering can 


The new Cool Spot 
line of Loy SLE TARY, 
priced fans has 
everything it takes 


to make quick, 


profitable sales - -- 


--- and satisfied 
customers - 
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make fans . . . a greater 
volume of air farther— 
evenly, smoothly, quietly. 
Write now for Signal’s 
new merchandising pro- 
gram. 


SIGNAL ELECTRIC MFG. CO. 
MENOMINEE, MICHIGAN 


Offices in all principal cities 
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UNDERWRITERS 





APPROVED BY 


MeGILL . t Y 


Soh 


Vapor-Proof 
Lamp Guard 


Here’s an easy, repeat seller because it 
protects lights completely from inflam- 
mable gases and vapors. Fires and ex- 
plosions can’t occur through faulty con- 
nections here. Lowers insurance rates. 
Built extra strong to withstand a lot of 
banging around. Approved and listed 
as Standard by Underwriters’ Labora- 
tories. Take one out on your next trip 
to show—and to get orders. It sells 


itself. 


Among The Trade eee 





By A. B. (BUD) CONKLIN, Jr. 
and 
J. PEARSON GOULD 


> THE CONTINUING UPSWING in business 
is making many eastern wholesalers es- 
pecially happy and optimistic because it 
appears to be gradual and steady as well 
as widespread. Practically all lines are 
moving along with the tide. They feel 
that these are unfailing signs of a healthy 
improvement, which should boost 1936 
sales to higher levels. 





P OPTIMISM IS RUNNING ESPECIALLY 
HIGH in the northern New Jersey and 
metropolitan New York territory where 
the building revival and modernization 
work is making an impression. One large 
New York wholesaler who maintains a 
branch in New Jersey, is beginning to ex- 
pand his supply department again after 
several years of concentration on appli- 
ances in order to hold up his volume. 





Write for Catalog—Box 636 


| PAECGILL 







Ld > St. LovIs WHOLESALERS subscribe to 


the general report of “good business.” 
Melville B. Hall is looking for a real rush 


Pull Sockets 











Bracket Sockets . 
Camerata MANUFAC TURIN G Co. Pom dant when the government building program 
Conduit box Swucnes UD ol vel eg lac) Mm) e110 1674, XE) Mee 11121118 Catering Fru gets well under way. 
Soldering xes 










Multiple Switches 








ESTABLISHED 1904 


VALPARAISO - INDIANA 


Lamp Changers 
> STRIKING OIL MEANS MONEY to the 


electrical wholesaler. Some 40 miles from 
Shreveport, La., is, or rather “was,” a 
group of some ten buildings composing a 
village. They struck a rich one here sev- 
eral weeks ago, now the utility is elec- 
trifying the town. The population is 
literally doubling every day. And what a 


FULLMAN PRODUCT Ss chance to sell wiring supplies, lighting 


equipment and appliances! 
are 


NATIONALLY ACCEPTED 


Fullman products are nation- 
ally known in the electrical 
construction field. | And 
every month, Fullman’s ad- 
vertising in “Electrical Con- 
tracting'’ carries a message 














> SouTHERN ELectric Suppty Co., 
Houston, Tex., have a nice fixture room 
with wall units mounted on black, tri- 
angular boards. A contractor had a wo- 








Sectional view of A 
No. 295 Nozzle that builds further acceptance. 
showing brass Showing the No. 
armored attach- 295 Nozzle Fullman offers 100% whole- 
ment Plug. Mounted on Cover a a A 

of No. 130 Ad- saler distribution and protec- 


justable Floor Box. 


tion on an outstanding line of 
floor boxes and wiring spe- 
cialties. Write for details. 








No. 330 Latrobe 
No. 9420 Split Tom Thumb Util- 
Insulator at- ity Outlet. For use 
tached to No. in wood installa- 
402 Insulator tions, and other 
Support with locations free from 
2% "x" No.18 moisture or me- 
Machine Screw. chanical injury. 





+The Customer Must Be Served, 
even during the lunch hour, so Paul 
Taiber, warehouseman at the G. E. 
Supply Corp., Paterson, N. J., 
takes a turn behind the counter and 
attends to a phone order. 


“LOOR BOXES 


FULLMAN MFG. CO. Fé'NK 
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These are the fel- 


+ Shippers All. 
lows who get out the orders for 


customers’ of Dobkin Electrical 
Supply Co., Chicago. From the 
left: Don Mullen, Joe Votika, Joe 
Zimmerman and Tony Pennelle. 





man in there who was quite fascinated by 
one piece, but hesitated. Finally she said, 
“T just love that one, but I just can’t see 
how the black will fit in my room.” 


© No LESS THAN TEN WHOLESALERS said 
that the past season was their best yet on 
food mixers and expensive toaster sets 
—definite proof of freer spending. 


© No NAME-CALLING between wholesalers 
and contractors in Oklahoma City, as far 
as industrials and other large users are 
concerned. Wholesalers do not extend 
discounts unless at least one full-time 
electrician is employed. 


© IN ONE SOUTHWESTERN TOWN the 
wholesalers are staging a peculiar game. 
Peculiar, even though it’s played far too 
often. One firm tried to monopolize the 
field by forgetting its costs. After a 
month another outfit decided to give them 
a run for their money. Now the rest are 
following suit,—meanwhile their cus- 
tomers rake in the profits. 








+Something Startling kept these 
three Chicagoans interested while 


the camera clicked. It might have 
been a window display or perhaps 
something fancy passing by. S. M. 
Ellman of Ellman & Zuckerman is 
at the left. In his shirtsleeves is 
Louis Greenburg, secretary, Ash- 
land Electric Co., while the presi- 
dent, Thomas Andrazyk, is on the 
right. 





YOUR CUSTOMERS CAN 


ELIMINATE DANGER! 


In All Hazardous Locations 


INSTALL APPLETON 
EXPLOSION-PROOF 
UNILETS 


@ In any location where ex- 






















plosive gas or dust is present, Appleton 
Explosion-Proof Unilets protect lives 
and property by removing one cause 
of detonation. Unilets meet the 
requirements of the Underwrit- 
ers’ Laboratories for use in 


and 


have proven their ef- 


hazardous _ locations 


of 
malleable 

iron, their stur- 
diness 


fectiveness in exhaustive 


tests and under actual 


3 a gives 
working conditions. thorough _ protec- 
; les j tion and the Cad- 
Their use results in mium finish _ resists 


rust. Write for Bulletin 
1003 for information on 
wiring in hazardous loca- 
tions. Note all types of Ex- 
plosion-Proof Unilets that 
are now available. 


Sold Through Wholesalers 


APPLETON ELECTRIC 
COMPANY 

1734 Wellington Ave., Chicago, U.S.A. 

NEW YORK—76 Ninth Avenue 

SAN FRANCISCO—655 Minna Street 

LOS ANGELES—340 Azusa Street 


DETROIT—7621 Woodward Avenue 
ST. LOUIS—420 Frisco Building 


APPLETON 
Explosion-Proof 


UNILETS 


Reg. U. S. Pat. Off. 


lowered insur- 


ance rates. 
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KNOWING HOW 
in every foot of 


CRESCENT 
WIRE and 
CABLE 





Varnished Cambric 
Lead Encased 


POWER CABLE 








ARMORED CABLE 
APPLIANCE CORDS 
BUILDING WIRE—All 
Types 
CONTROL CABLES— 
Braided and Lead 
FLAMEPROOF WIRE & 
CABLE 
FLEXIBLE CORDS & 
CABLES 
FLEXIBLE STEEL 
CONDUIT 
LEAD-COVERED . 
WIRES & CABLES 
NON-METALLIC 
SHEATHED CABLE 
PARKWAY CABLES 
POWER CABLE 
RUBBER INSULATED 
WIRE & CABLE 
SERVICE ENTRANCE 
CABLES 


SIGNAL CABLES 


VARNISHED CAMBRIC 
CABLES 


And all kinds of special 
cables to meet A.S.T.M. 
A.R.A., I.P.C.E.A., and 
all railroad, government, 
and utility companies’ 


= ; 4 specifications. 
; ete cone 


CRESCENT 


Insulated Wire & Cable Co., Inc. 
Trenton, N. J. 
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New Publications 


TraFFIc Dictionary. 224 pp. illus- 
trated. Published by Shipping Service 
Organization, 2040 Grand Central Ter- 
minal, New York City. Price $1.25. A 
glossary of terms used in marketing, 
trade and distribution. Alphabetically 
arranged. Divided into two major sec- 
tions. Section One concisely and clearly 
covers over 2,500 definitions of domestic 
and foreign trade and shipping terms, 
phrases, expressions and abbreviations. 
They are completely cross-referenced. 
Section Two is an appendix describing 
and illustrating shipping room equip- 
ment and supplies. The appendix is de- 
signed to aid in the development of 
modern shipping methods. With dimen- 
sions of 4x64 in., the book fits the 
pocket. 


GETTING ALONG W1TH PEoPLE—by 
Milton Wright. 310 pp. $2.50. Whit- 
tlesey House Division, McGraw-Hill 
Book Co., New York City, 1935. This 
book is neither a technical treatise on 
psychology, nor a high-powered “pep 
discourse” such as arouses but tempo- 
rary enthusiasm. Rather it is a practi- 
cal and intensely interesting discussion 
of how a person can go about improving 
his ability to understand other people 
and to get along with them. This book 
will appeal particularly to those sales- 
men and executives who would improve 
their ability to win and hold the re- 
spect, cooperation and friendship of 
their customers and their associates. 


* 
Counter Rack Aids In 
Use Of Catalogs 


Observing the thick, clumsy catalogs 
on the counter of a wholesaler of auto- 





motive equipment, A. A. Tait of Plain- 
field, N. J., saw the need for a counter 
rack that would allow the wholesaler to 
break up his large, cumbersome binder 
into a number of small, convenient, 
sections. 

After considerable experimenting, he 
designed a telescopic rack that can be ex- 
tended up to 40 inches. This rack con- 
tains a series of small binders, each one 
inch thick and provided with a metal 
reference tab. Placed on the counter sev- 
eral men can refer to the catalogs at 
once, as each section is readily lifted out 
of the rack. Additional racks, Mr. Tait 
has found, can be used to speed up the 
work of order and price clerks, also of 
those assembling orders in the ware- 
house. 








Shawmut Shur-Lag Renewable 
Fuses are sturdily built and 
provide greater time lag under 
unusual overload conditions. 


Ferrule Type permit speedy re- 
newal ... plenty of room to in- 
sert link in fuse case... Fer- 
rules have deep screw driver 
slots. 


After blowing, fragments of link 
can be quickly, easily removed. 


Links are of uniform thickness 
. can be inserted from either 
end of fuse case. 


Knife Blade Type have no small 
parts to become lost or mislaid in 
refilling ... simple and efficient 
in design. 


Permanent rigid blade alignment 


. .. Blades are assembled to an 
extra heavy insulating crossbar. 





Can be assembled ONLY one way 
. . the correct way. 


* 
UND. LAB. APPROV. 


THE CHASE-SHAWMUT CO. 
Newburyport, Mass. 


Fuse Specialists Since 1893 
2 Se aR es Ra 
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Trade Bulletins 





Brushes—Catalog No. 19-C. Complete 
data on carbon brushes for domestic, 
farm and commercial motors.—Ohio 
Carbon Co., 12508 Berea Road, Lake- 
wood, Ohio. 


Condensers — Catalog listing four 
pages of replacement electrolytic con- 
densers covering the needs of every 
standard set. Arranged according to 
name of set and part number.—Aerovox 
Corp., 70 Washington St., Brooklyn, 
Ne 


Fans—Twenty-four-page catalog giv- 
ing descriptive and technical data on 
1936 line of ceiling, floor, wall and ven- 
tilating fans. Includes prices. Lists 
promotion material available—Robbins 
& Myers, Inc., Springfield, Ohio. 


Fuse Cutouts—Catalog GEA-1993A. 8 
pp. Illustrations, diagrams and _ tech- 
nical data covering indicating and drop- 
out fuse cutouts. Includes  prices.— 
General Electric Co., Schenectady, N. Y. 


Highway Lighting—Folder GEA-2061. 
4 pp. Describes the use of sodium light- 
ing for bridges and highways. Includes 
installation illustrations——General Elec- 
tric Co., Schenectady, N. Y. 


Lamps—Window Display Manual. 56 
pp. Contains general information for 
dressing a window. Includes illustra- 
tions and descriptions of manufacturer’s 
lamp displays. — Westinghouse Lamp 
Co., 30 Rockefeller Plaza, New York 
City. 

Mercury Vapor Fixtures—lIIlustrations 
and technical data covering line of high 
intensity mercury vapor lamp lighting 
fixtures. Includes installation informa- 
tion. Benjamin Electric Mfg. Co., Des 
Plaines, Ill. 


Radio Tubes—Folder providing gen- 
eral description of “Coronet” metal radio 
tubes. Contains a complete chart of 
characteristics and a table giving pin 
connections and physical specifications.— 
Arcturus Radio Tube Co., Newark, N. J. 


Ranges—Catalog No. 30. 32 pp. De- 











An offer from 
PROCTOR 
that’s your profit 
OPPORTUNITY 


Here’s a combination that’s a sure-fire 
sales builder! The Proctor 1000 watt 
Speed Iron, retailing regularly at $7.95, 

lus a 75c cord support ... both for 

6.95, and the customer’s old iron, 
priced to you and retailers accordingly. 
Get your dealers to put on seven weeks’ 
campaigns before this offeris withdrawn. 
We'll supply irons and cord supports 
packedtogether, along with special dis- 
plays, folders, and newspaper mats /ree. 
For details write Proctor & Schwartz 
Electric Co., 7th & Tabor Rd., Phila., Pa. 


PROCTOR 


AUTOMATIC 
IRONS - TOASTERS - WAFFLERS 











WITH THIS 
EXCLUSIVE COMBINATION 
OF FEATURES 


e Faster Heating Unit 

e Safer Heat Control 

e Trouble-free Built-on Cord 
Connection 

e Comfortable, Cool Cork 
Handle 























@) SOLDERING th 
, ty SALTS @ 








scribes complete line of domestic and 
commercial ranges. Includes data on | 
hotplates, coffee urns, water heaters, | 
griddles, serving tables, and ovens.— | 
The Standard Electric Stove Co., 1712 | 
N. 12th St., Toledo, Ohio. 


Tape—Price list covering line of fric- | 
tion tape and splicing compound, effec- 
tive Jan. 1, 1936.—Plymouth Rubber Co., 
Canton, Mass. 


Thermometer—Bulletin describes in- 
dustrial thermometer known as “Tel- 
Temp.” Includes many installation pho- | 
tographs and technical data on each 
application. Ideal Commutator Dresser | 
Co., Sycamore, Iil. 


Transformers — Catalog GEA-1358B. | 
Illustrates and describes a line of small | 
transformers for control and signal cir- | 
cuits—General Electric Co., Schenec- | 


tady. N. Y. 


Wire—Catalog giving specifications 
and engineering data on asbestos wire 
and cable. Construction details illus- 
trated. 16 pp.—National Electric Prod- 
ucts Corp., 1212 Fulton Bldg., Pitts- 
burgh, Pa. 





YAGERS' 
has stood 


( YAGERS 


Test of 
Time 





Since 1873 Yager's soldering salts | 
have been recognized as a qual- 
ity product, making new friends, 
keeping old ones. 


Priced Right 


1 pound cans. . . $0.50 ea. 

1 poundcans... .80 ea. 

5 poundcans... 3.00 ea. 
Less by reshipper cartons. 
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Ask for 
FREE SAMPLE 


Alex R. Benson Co. Inc. 














Hudson, N. Y. 


SYNCHRONOUS 


TIME SWITCH 





A thoroughly reliable, high quality time 
switch that will give many years of de- 
pendable service. 
The result of over 26 years of exclusive 
time switch manufacture, this product 
offers the latest in design and con- 
struction. 
Approved by the Underwriters’ Labora- 
tories and fully guaranteed by the manu- 
facturer. 

Write for complete literature 


RELIANCE AUTOMATIC 
LIGHTING CO. 


1911 Mead St. Racine, Wis. 
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OVERHEAD 
PRINCIPLE 


VICTOR 
Vlo- 





COOLING 
COSTS 


FANS 
FREE! 


NEW 1936 


CATALOG 
Send for your copy 





TODAY! 
































305 E. 45"™ ST. 


~ BURNDY 


ENGINEERING COMPANY, Inc. 


NEW YORK 





Classified Ads 


Rates: Fifty words or less, one insertion 
$2.00, additional words two cents each. 
Payment in advance is required for ad- 
vertising in this column. 





Lines Wanted 


Manufacturers representative covering 
Ohio for 12 years and with established 
wholesale contacts desires to add one or 
two reputable lines. References fur- 
nished. Box 20, ELECTRICAL WHOLESALING, 
330 W. 42nd St., New York City. 


Manufacturers agent: Nine years con- 
tacting electrical and hardware whole- 
salers in state of Ohio. Desires to 
represent reputable manufacturers in 
lines distributed through these channels. 
Firmly established with trade and spe- 
cializing in electrical materials used in 
building trade. Warehouse facilities if 
required. Best of references furnished. 
Box 21, ELEcTRICAL WHOLESALING, 330 W. 
42nd St., New York City. 


Manufacturers agent, New York City 
metropolitan area, desires to represent 
additional line or will enter arrangement 
to purchase for resale either electrical 
appliances, wiring devices, or specialties. 
Contacting electrical wholesaling trade 
for 23 years and now representing na- 
tionally known firms. We offer repu- 
table manufacturers complete branch 
office and warehouse service. Box 22, 
ELECTRICAL WHOLESALING, 330 W. 42nd St., 
New York City. 


Representatives Wanted 


Executive type salesman with merchan- 
dising as well as supply experience 
wanted by prominent California distrib- 
utor. Please give full particulars of 
experience and references and _ act 
promptly with a view to possible East- 
ern interview in the near future. Box 
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SOLDERING | &tuaegews 
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ORIGINAL 







A uniformly good paste, that has 37 
years of success behind it, is the right 
one to carry. Burnley’s has a fine repu- 
tation and costs no more. Stock it with 
confidence — it’s approved by Under- 
writers’ Laboratories. 


Burnley Battery & Mfg. Co., 





North East, Pa. 








INSULATED 
STAPLES 


Packed 50 and 100 to a box 
Also in 5 colors, 40 to a box 





Sole Manufacturers 


S. H. COUCH COMPANY, INC. 


North Quincy, Mass. 





SOLD THROUGH WHOLESALERS 
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+ Believe It Or Not, such pulchri- 
tude has been hiding away at Elec- 
tric Supply Co., Des Moines. The 
least that the cameraman can do 
now is to apologize for so long 
overlooking three such _ suitable 
subjects, and to guarantee that it 
won’t happen again. From left to 
right, Virginia Woodward, stenog- 
rapher, Lilian Fifield, lamp dept.; 








Mary Eckart, bookkeeper. 
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controlled 


SWITCHES 


Ask Headquarters 
The TORK CLOCK COMPANY, Inc. 
Mount Vernon, New York 




















A “Best Seller’ 


Verified Directory 
of 
Electrical Wholesalers 
Ninth Edition 


(Completely Revised) 


Order from 


The Electrical Trade Publishing Co. 
330 W. 42d St. New York City 
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An Important Conference be- 
tween Henry Adlersheim, president 
of the Square Electric Fixture & 
Supply Co., and his head book- 
keeper, Elizabeth Krol, is momen- 
tarily interrupted while the camera 


clicks. Mr. Adlersheim looks for a 
banner year in ’36. Judging by the 
reports on the desk, ’35 wasn’t so 
bad either for this Jersey City 
concern. 





23, ELECTRICAL WHOLESALING, 330 W. 42nd 
St., New York City. 


Manufacturer of safety switches, panel- 
boards, and switchboards wants repre- 
sentation on commission basis in the 
following territories: Kansas, Missouri, 
Oklahoma, Colorado, Nebraska, Louis- 
iana, Mississippi, Arizona, New Mexico, 
North Dakota, Texas, and South Da- 
kota. Box 24, ELecrricaAL WHOLESALING, 
330 W. 42nd St., New York City. 


Experienced salesman, to sell lighting, 
glassware, and electrical supplies in New 
England, New York, Pennsylvania, and 
Southern territories.* Must know the 
trades. Box 26, ELECTRICAL WHOLESALING, 
330 W. 42nd St., New York City. 


Chicago manufacturer of modern light- 
ing equipment has openings for manu- 
facturers agents in the following terri- 
tories: Philadelphia, New Orleans, Kan- 
sas City, Columbus, Ohio; Dallas, Okla- 
homa City, Denver, Salt Lake City and 
San Francisco. Rapidly expanding com- 
pany, established 1929, with many new 
items of unusual sales appeal in the field 
of modern flush lighting fixtures, indoor 
and outdoor floodlights, high efficiency 
metal show window units, etc. Patented, 
exclusive features; competitive prices; 
an unusually attractive proposition. 
Write in confidence for full information. 
Box 27, ELectr1cAL WHOLESALING, 330 W. 
42nd St., New York City. 


Accountant Wanted 


Accountant, one who has had training 
with country-wide wholesale electrical 
organization to handle accounting and 
office of Eastern independent electrical 
and appliance wholesaler, representing 
nationally known manufacturer. Give 
full information as to experience, par- 
ticularly with reference to knowledge of 
accounting uséd by nation-wide organi- 
zations, also age, salary, etc. Box 25, 
ELEcTRICAL WHOLESALING, 330 W. 42nd St., 
New York City. 











IN LIGHTING AS IN THE AIR 


HOLDS THE BUSINESS 


Showmanship of the sort in Industrial 
Lighting which gave ABolite Reflector 
Co., West Lafayette, Ohio, 1935 Winners 
in the Industrial Field. 


Showmanship wins and holds crowds— 
it makes customers. DUO-MOVE sys- 
tem for Factory and Industrial Light- 
ing, makes permanent friends in our 
business. 


ELIMINATE WASTE AND DANGER 
Maintain your lighting installations 
with ease and careful efficiency. 
Write us for further 
DETAILS 





THE ABOLITE REFLECTOR CO. 


Industrial Lighting Department 


WEST LAFAYETTE, OHIO 








THE Safe AND Sane 
WAY TO SAVE LIGHT 















Phenomenal acceptance of our 1935 
automatic coal stokers has created a 
business volume that, with new cost- 
reducing machinery, enables us to 
announce drastically lower prices for 
1936 . . . on regular precision-built 
Link-Belt models, with new exclusive 
engineering features added. The line 
is complete: domestic to 300 H. P. 
Backed by a world famous, $18,000,- 
000, AAAAI1 rated company, 60 years 
in business, is an effective merchan- 
dising program that includes: 
—direct factory financing on a new 
5% plan. 











Stoker Division 
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STOKER LINE 


riced to compete 
in the small-home market 


LINK-BELT COMPANY 


2410 W. 18th St., Chicago 





—floor plan for display stokers. 


—advertising, promotion, sales and 
engineering assistance. 


—-participation in local advertising. 


—national advertising on stokers; 
company advertising in more than 
100 trade papers. 


—traveling representatives to help 
the dealer train men, survey jobs 
and close sales. 


Write for literature and dealer plan; 
we will advise you if your territory 
is still unassigned. 





ee 

















MONEY 


FOR IDEAS! 


LONG established elec- 
A trical manufacturing con- 

cern of spotless reputa- 
tion and integrity seeks ideas 
to enlarge its line. Any appli- 
ance, device or fitting which 
can be marketed through the 
electrical wholesaler; some- 
thing new or merely an im- 
provement. 


ATENTS will be financed 
Pi: the inventor, if the 
idea is patentable. Sub- 
stantial royalty will be paid 
whether the idea is patentable 
or not as long as it is original 
and acceptable. 
RITE in detail. This 
advertisement is legal 
assurance against your 
idea being used without recom- 
pense to you as above stated. 


BOX NO. 28 


ELECTRICAL WHOLESALING 
330 W. 42nd St., New York, N. Y. 

















The STANDARD 
of the Electrical 
Industry 


Wolverine Lugs and 
Sleeves are made 
from the best elec- 
trolytic copper with 
every process of 
manufacture under 
Wolverine control. 
The square end de- 
sign of lug gives 
greater contact area 
and better current 
carrying charac- 
teristics. 

Stock Wolverine 
Products for ready 
acceptance through- 
out the industry. 


WOLVERINE 
TUBE COMPANY 


1141 Central Ave. 
Detroit, Mich. 
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Jobbers! Tell this story 
to Electrical Contractors 
Industrial Plants 
Power Companies 


NOTHING GRIPS LIKE 
A TRIANGLE— 


that’s why ILSCO SOLDER- 
LESS LUGS are better. 


Just insert the wire, tighten the screw, 
and the wire is forced into permanent, solid 
contact—all in a few seconds. It’s the 
triangular wedge formed by the tang and 
V-bottom collar, that grips wires (solid or 
stranded), with the tenacity of a bulldog. 
Yet wires are not flattened or separated; no 
set screw contact to cut or shear them. No 
special tools required to make the connec- 








tion! Learn more about the Approved 
ILSCO SOLDERLESS LUG. Send for lit- 
erature, prices, and samples. 





Ilsco solder lugs show the size of the largest 
wire they will take. 
Ilsco products are advertised in 
Electrical Contracting. 
ORDER FROM YOUR JOBBER 
Ilseco Copper Tube & Products, Inc. 
5629 Madison Road, Cincinnati, Ohio 

















Ever forward—the sales of Esico Irons 
throughout the country, have been in- 
creasing by leaps and bounds—The re- 
sult of consistent advertising of a 
quality product. 

Increased sales, without additional effort can 


mean only one thing: BIGGER PROFITS. 
Why not join the parade of progressive 


wholesalers for ~ profits on soldering 
irons? Esico can show you the way! 


ELECTRIC SOLDERING IRON CO., INC. 
342 West 14th St., New York City 


AOR ORES 
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QUICK 


PLYMOUTH RUBBER COMPANY. Inc. 
CANTON, MASS 





PL YM OUTH PRODUCTS MANUFACTURED BY . 
KEEP MOVING! PLYMOUTH RUBBER COMPANY Inc. | 


CANTON, MASS. U.S.A. 


Manufacturers PLYMOUTH RUBBER COMPARY, Inc. 


Since 1896 CANTON, »  » MASSACHUSETTS 
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The VITAL SUPER-LAG FEATURE 


when 


selling 


FUSES MADE TO PROTECT—NOT TO BLOW 


“The greatest development ever made in fuses’ is what 
alert engineers said about the Super-Lag feature when BUSS 
announced it a few short years ago. 

Since then this feature in BUSS fuses has saved industry 
hundreds of thousands of dollars by preventing many of the 
shut-downs that formerly were caused by fuses blowing need- 
lessly on harmless overloads. 

Today, increased business activity makes this Super-Lag 
feature more vital than ever. Profits are much too welcome 
after the sick years just past to take a chance on impairing 
them through needless production interruptions. Industry 
NEEDS FUSES THAT WILL HELP KEEP THE PLANT 
OPERATING. 


Explain this to your prospects 
Acting too hastily is what causes ordinary protective 
devices to shut down circuits needlessly. 
When an overload comes along they don’t wait to find 
out if it is harm-charged or harmless. They just jump out 
from under it—and down goes the circuit. 


BUSS 


super-lag 


The Super-Lag construction of BUSS fuses steps in to cor- 
rect this condition. 

Dangerous overloads or short circuits are quickly blocked 
—but—harmless overloads can’t scare a BUSS fuse into 
needlessly closing down a circuit. 

The BUSS fuse waits and decides whether it is necessary 

to protect equipment—or—whether it will be 

to hold on to prevent plunging the plant into a useless 
shut-down. 

You can add new speed to your fuse sales if you impress 
these facts on all your fuse prospects. 


( 


Bussmann Mfg. 
Company, (/ 
St. Louis 


A division of 7 
the McGraw f 
Electric Co. b vA 

Wp! { + 


1 SPRINKLER HEADS OOM 


FUSES 





